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Home Shows Higher 


Assets And Surplus 
At Midyear Of 1956 


Combined Assets of 2 Companies 


$537,897,268; Policyholders’ 
Surplus is $258,195,941 


NET PREMIUM INCOME RISES 
Totals $125,050,478 for Six-Month 





Period; Underwriting Losses Are 
Reported by Both Companies 


In the first half of 1956 the Home 
Insurance Company of New York and 
the Home Indemnity increased their 
‘ombined to $537,897,268 from 
$25,033,607 according to President Ken- 
neth E. Black. In that same period 
policyholders surplus increased to $258,- 
195941 from $249,851,950. 

Mr. Black said that, on a consolidated 
hasis, the companies’ net premium in- 
me for the six-month period was 
$125,050,478, an increase of $7,553,169 
ver the 1955 six-month total of $117,- 
497,309. Combined underwriting results 
ior the first half year showed a loss of 
$5,406,947 as compared with an under- 
riting profit of $156,417 for the like 
1955. Mr. Black noted that 
since December 31 the companies’ un- 


assets 


period in 


med premium reserves increased $10,- 
43,036 to a total of $210,691,936. Com- 
ined net investment income for the 
irst six months was $6,858,187 as com- 
mired with $6,437,101 on June 30, 1955. 

High Fire Losses in Six Months 
\ccording to Mr. Black the operations 
i the Home were substantially affected 
fire losses in the United 
hich, in the first six months of 
936, increased an estimated 10.1% over 
€ same period in 1955, At the end of 
le first half year, the Home had an 
nderwriting loss of $3,848,265 as com- 
vared with an underwriting loss of $654,- 
49 for the first six months of 1955. 
‘ince December 31, 1955 the Home’s 


vy the high 


Mates \ 


nearne] premium reserve increased $8,- 
43,819, 

Net premium income of the Home 
indemnity increased 13% in the first six 
nonths of the year, totaling $20,609,491 
= 30, 1956 as compared with $18,- 
-=,189 the like period in 1955. Un- 


* 
‘etwriting operations of the Home In- 


‘emnity, reflecting the increased loss 
‘os in the major classes of casualty 
'siness. showed a loss of $1,558,682 for 


ontinued on Page 31) 
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Carefully fitted protection... 


is a major factor in building your 
business and your reputation as an 
insurance man. Like other well- 
established capital stock companies, 
London & Lancashire’s choice of 
modern coverages gives your assured a 
“custom fit”. 

We think you will agree: 

what serves your assured best 


is best for your business. 














A firm 
friend L L 
= THE LONDON & LANCASHIRE GROUP 
pee THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. 
System oe ORIENT INSURANCE COMPANY 
= LONDONE = LAW UNION & ROCK INSURANCE COMPANY, LTD. 
LANCASHIRE = SAFEGUARD INSURANCE COMPANY OF NEW YORK 
s mage STANDARD MARINE INSURANCE COMPANY, LTD. (Fire Department) 
LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 
“ 
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NLIFE INSURANCE COMPANYZ 


IN THE CITY OF NEW YORK 


THE PLAN WITH A 
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$26,200 


IMMEDIATE 
PROTECTION 





AT AGE 35 For Only $137.85 


per year 


You Can Serve Your Clients with This “PRIME” Plan By 
Using Our Life Expectancy Policy as a Base in Combination 
with Our Famous Centennial Income Agreement. 


Seasoned with CASH VALUES 


Garnished with Conversion Options 


Call your nearest United States Life General Agent for Details 
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New NALU Site For 
Headquarters Building 
At Washington, D.C. 


Agree to Exchange Property in Plan 
For New Building by 
State Department 


WILL BE 314 TIMES LARGER 


Building Committee Chairman Clee- 
ton Explains Significance of 
These Changes 








Washington—A larger site and an even 
more attractive location for NALU’s new 
Washington, D. C. 


ing is 


headquarters build- 
reality since President 
signing of Supplemental 
Appropriations Bill +1957. This bill pro- 
vided funds for the U. S. State De- 
partment to buy land adjoining NALU’s 
present building site. After the pur- 
chase, the State Department and NALU 
have agreed upon an exchange so that 
the NALU Memorial Building will be 
on C Street midway between 22nd and 
23rd Streets, instead of at the corner 
of C and 22nd as previously planned, 


now a 
Kisenhower’s 


Details of this were revealed through 
NALU headquarters here by Charles E. 
Cleeton, CLU, 
of the Memorial 
mittee. Mr. 
the fact 
patience 


chairman 
Fund 
attention to 


Los Angeles, 


Building 
Cleeton 


com 
calls 
that a great deal of time and 
had to be this 
transaction and that in seeing it through, 
NALU cooperated fully with the General 
Services Administration, State 
ment, Fine Arts Commission, and the 
National Capital Planning Commission 
in the interest of good ciiizenship. 
What Change Means 


Actually, this event is the culmination 


exercised in 


Depart 


of two years work by the building com 
mittee to protect and, if 
the NALU 


construction of 


possible, im 


prove position as regards 


the new headquarters 
A year ago a government agency sought 
funds to buy NALU’s land at 22nd and 
C. After Congress refused this, members 
of the building committee held several 
meetings with various government agen 
cies and finally agreed to support a bill 
to provide the State Department with 
funds to buy land adjacent to NALU’s 
site. J 
The underlying reason for the desired 
shift in NALU’s building from the coi 
ner to the middle of the block was that 
the government expects to ‘Start con 
struction this Fall on a $50 million State 
Department Building, which will tace 
on C Street and which will have its dip 


lomatic entrance at the intersection of 
C and 22nd. 
“The agreed-upon exchange ot sites 


is not only an advantageous one for the 
government but is extremely beneficial 
to NALU,” Mr. Cleeton says. “The State 
Department is now assured ‘of suitable 
neighbors occupying suitable quarters 


(Continued on Page 9) 
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J SHALL, in the light of a 


| the circumstances 


surrounding my client, which J shall make every 


effort to ascertain and to understand, give him 
that service, which, had J been in the same 
circumstances, J would have applied to myself 


The Professional Pledge. Taken to date by nearly six 
thousand men and women. Now members of the 
American Society of Chartered Life Underwriters. 
Exceptional people, with vision to see the advantage 
of training. CLU training and company training. At 
New England Life we call it Training for Success. 
Our program — from Preliminary Indoctrination 


through Advanced Underwriting, Estate Analysis, 
Pension and Profit-Sharing Trusts — blends fruit- 
fully with CLU training, which we encourage with 
financial support. Any agent is well advised to talk 
over CLU training with his general agent, and he can 
write directly to the American College of Life Under- 
writers, 3924 Walnut Street, Phila., Penn. for details. 


NEW ENGLAND 
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Opportunity For Larger Incomes 


The General Insurance Broker Is Missing a Good Bet 
If He Passes Up Life Insurance 


By Georce C. Wuitg, CLU 


Manager Life Department 
The John C. Weghorn Agency, Inc. 


Few general insurance brokers realize 

hat life insurance can be a_ profitable 
funct to regular business. Most are 
content to sit back and let life insurance 
winess drift to them, rather than ac- 
‘yely going out and seeking it. 


GEORGE C. WHITE 


By doing so, they are losing a poten- 
tially big slice of income. One broker 
i my acquaintance discovered this to 
be the case when he began actively sell- 
ng life insurance among his 300 clients. 
ut of that 300, 41 bought life insurance 
iom him during the first year of his 
tive campaign, bringing him about 
0) in first-year commissions and 
000 in renewal commissions. That to- 
| of $10,000 could have been his in 
Previous years, too—but he had, in ef- 
. lost it by not trying to sell ac- 
The average general insurance broker 
les behind a curtain of client loy- 
ty. “If my clients want life insurance,” 
¢ tells himself, “of course they'll come 
ome. There’s no need for me to go 
utand push it at them.” 
But is he right? Of course not. The 
reat bulk of life insurance is sold not 
‘rough brokers, but direct by the sales- 
nen of life insurance companies. The 
mpany salesmen get the business be- 
use they go out and look for it, work 
Tit as hard as they can. General in- 
Hance brokers don’t get the business: 
‘y miss it because they assume it will 
me to them. 
Of course, a few clients will go to 
Br broker for life insurance even if 
doesn’t sell it actively. A broker 
200 clients might sell five or six 
% Policies in a year without trying, 
‘WS netting perhaps $500 to $1,000. But 
Nat if he tried? The total would be 
astly higher. 
One general insurance man grew con- 
‘ed not long ago over the fact that 
whe his. best clients had bought life 
s “ogg irom someone else .The bro- 
~ Was hurt by this, for it seemed to 
met his client had in some way 
“en a pact of loyalty. But the broker 
we sensible enough to start doing some 
ous thinking on the subject. 


“T wonder,” he mused, “how many 
more of my clients have also bought 
their life insurance from someone else? 
And if there are many, I wonder why ?” 

Client Reactions 

To get the answers, he conducted an 
informal survey of his clientele. The 
results shocked him. Entirely without 
his knowledge, a considerable percent- 
age of his supposedly loyal clients had 
taken their life insurance problems else- 
where. 

When the broker asked his clients 
why they had done this, he found the 
replies revealing: 

“T didn’t know you handled 
surance,” said one client. 

“Well,” said another, “I figured that 
life insurance is an extremely important 
item for my family—probably one of 
the most important purchases I’ll ever 
make. So I wanted to have it handled 
by someone who is an expert in it. I 
know you handle life insurance your- 
self, but you’ve never talked to me about 
it or sent me any literature on it, so I 
assumed it’s just a sideline with you. T 
don’t want my family’s future handled 
as a sideline.” 

Another client said: “I didn’t know I 
could buy life insurance through a gen- 
eral insurance broker. I thought you 
brokers only handled property insur- 
ance.” 

Many general insurance brokers will 
agree with the general proposition that 
life insurance pays, but they will cringe 
at the thought of selling it actively. To 
these brokers, there seems to be some- 
thing undignified about salesmanship. 
“My clients would lose their respect for 
me if I started pushing life insurance,” 
one broker said not long ago. “You 
don’t peddle insurance as you'd peddle 
hot dogs at a ball game.” 

Perhaps not, but there is nothing 
wrong with salesmanship. The average 
broker might learn an excellent lesson 
by listening to a life company salesman. 
There is nothing undignified about this 
mans approach. He alienates nobody, 
loses no one’s respect. And he sells in- 
surance. 

What the Broker Can Do 

It is not even necessary to sell as ac- 
tively as that. All the broker need do, 
really, is quietly let his clients know that 
life insurance is available from him. 

The smart broker encloses a brochure 
or leaflet on life insurance whenever he 
mails a letter to a client. At the end of 
a conversation with a client, the broker 
asks about the man’s life insurance 
needs. Clients respect a broker for this. 
After all, a broker is a counselor of a 
quite intimate sort. His clients depend 
on him to watch out for their interests. 
If he neglects the welfare of their fami- 
lies, he is falling down on his duty— 
poor repayment for his clients’ loyalty 
to him. 

As an example of where this neglect 
can lead, consider the story of the bro- 
ker, who, throughout his professional 
career, had made only half-hearted at- 
tempts to sell life to his clients. A few 
bought it through him; he suspected 
that most of them were buying from 
company salesmen. He did not worry 
about this at all, for he was making a 
comfortable living on his clients’ other 
insurance needs. 

hen, one day, one of his clients died, 
and all the life insurance this man had 
amounted to about $20,000—just barely 
enough to pay off his mortgage and 


(Continued on Page 28) 
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Trentman President 
Occidental of N. C. 


LAURENCE LEE NOW CHAIRMAN 


Trentman, With Company Since 1927, 
Has Been Executive Vice Presi- 
dent; Has Many Activities 


Raleigh, N. C—W. H. Trentman, ex- 
ecutive vice president of Occidental Life 
here, was elected president and treas- 
urer of the company. The directors also 
named former president Laurence F. 
Lee as chairman of the board of Occi- 
dental and announced the retirement of 
Occidental treasurer, C. E. Hyre, a com- 
pany associate since 1913. 

Prior to the director’s meeting, Occi- 
dental stockholders met in special ses- 
sion and approved a proposal to change 
the company name to “Occidental Life 


W. H. TRENTMAN 


Insurance Company of North Carolina.” 
The “North Carolina” designation was 
added to give the company greater iden- 
tification. 

Mr. Trentman, a Kansas native, joined 
Occidental as an agent in 1927, and has 
since served in several executive capa- 
cities with the company. He has been 
executive vice president since 1944. 

Mr. Lee assumes the new position of 
chairman of the board having served as 
Occidental president since 1927. He is 
also. president of Peninsular Life of 
Jacksonville, Fla., and chairman of the 
British American Life which operates 
in the Caribbean area. 

W. H. Trentman is one of Raleigh’s 
civic leaders—a member of the United 
Fund Board, a director of the Raleigh- 
Durham Airport Authority, a _ board 
member of the Rotary Club, and is a 
past president of Raleigh Chamber of 
Commerce. He is also director of the 
Finance Committee of Boy Scouts, di- 
rector of the YMCA, and a director of 
Raleigh Building and Loan Association. 
He is a director of Peninsular Life of 
Jacksonville, and Occidental Life of 
North Carolina. He has traveled ex- 
tensively in Mexico and the West In- 
dies. During the fall of 1954, he traveled 
in European countries and then for 
three weeks studied the Moslem influ- 
ence in Southern Spain. 

Mr. Trentman was born on _ the 
Kansas-Nebraska state line and was 
reared on a wheat and stock ranch. He 
attended college at Wichita University, 
Wichita, Kans., and Agricultural Col- 
lege of New Mexico. After serving in 
World War I, Mr. Trentman did ex- 
tension work for New Mexico A. & M. 
College, retiring as State 4H Club 
Leader in December, 1923, to enter busi- 
ness with Pacific Mutual Life. Since 


LAURENCE F. LEE 


1927, he has been connected with Occi- 
dental Life, and at present is executive 
vice president. 

Mr. Trentman is nationally known in 
the life insurance industry, having 
served in various capacities with the 
Life Insurance Agency Management 
Association and American Life Conven- 
tion. 

Mr. Lee was educated in the public 
schools of Albuquerque, N. M., received 
a B.A. degree from University of New 
Mexico and a LL.B. degree from Yale 
University. 

In 1913 he began his law practice in 
Albuquerque and continued in the prac- 
tice of law until 1929 when he was 
elected president of Occidental Life and 
he and his family moved East. [In 1934 
the Occidental acquired control of the 
Peninsular Life and in 1935 Mr. and 
Mrs. Lee and their three children moved 
to Jacksonville. 

Mr. Lee was elected in 1944 to the 
presidency of the American Life Con- 
vention. He was one of the organizers 
and earlier directors of the Institute 
of Life Insurance, which is the public 
relations voice of the industry. From 
long service as a director of the 
Chamber of Commerce of the U. S., 
he became a vice president and was 
president of the National Chamber in 
1952. He is a member of Pi Kappa 
Alpha, Phi Delta Phi, the Association 
of Life Insurance Counsel, Lawyers’ 
Club of New York; Yale Club of New 
York; Union League Club of Chicago; 
Burning Tree Club, Congressional Club 
and Metropolitan Club of Washington, 
D. C.; member Life Insurance .Associa- 
tion of America; and the Institute of 
Life Insurance. 

The Lee children are Mrs. Lawrence 
A. Long of Denver; Mrs. J. B. Head- 
ley of Denver; and Laurence F. Lee, Jr., 
of Jacksonville, who is executive vice 
president of Peninsular Life Insurance 
Co. There are ten grandchildren. 


BMA Names L. V. Wilson 
Miami Sales Supervisor 


Loren V. Wilson has been appointed 
by Business Men’s Assurance as sales 
supervisor for the company’s Miami 
branch office. In his new capacity, Mr. 
Wilson will supervise the sales activities 
of all BMA representatives in southern 
Florida. 

Mr. Wilson began his career with 
BMA in 1939, and was appointed district 
supervisor at Cape Girardeau in 1951. 
He was transferred to Miami in 1954. 
During his seventeen years with BMA, 
he has been a member of all three of 
the company’s honor clubs, and a direc- 
tor of the honor organization for life 
insurance sales. 
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Southeast Life Co. 
Formed in Miami 


WILL M. PRESTON PRESIDENT 


W. W. Downs, Vice ‘Peaddint, Sek 
Pomeroy, Vice President and Agency 
Head; Finnell, Gen. Agent 


The Southeast Life Insurance Co. has 
been formed in Miami, Fla., with initial 
capital and surplus of $1,000,000. Offices 
1335 Soulevard, 


also Florida 


will be at Jiscayne 


which are the offices of 


Home Insurance Co. and Southeastern 
Surety Co. 

President of the company is Will M. 
Preston, member of the law firm of 
Scott, McCarthy, Preston, Steel & Gille- 
land. counsel for the company; past 
president of Miami Kiwanis Club, char- 


RICHARD S. POMEROY, III 


and past president of 

Committee; member 
Association, Florida, and 
bar. 


ter member 
Orange Bowl 
American Bar 
Dade County 





L. F. FINNELL 


Other officers are W. W. Downs, vice 
president, former senior examiner Flor- 
ida Insurance Department, was an ex- 
aminer with Indiana Department, has 
been with home offices of life, fire and 
casualty companies and an_ actuarial 
firm. Richard S. Pomeroy, III, vice 
president and agency director, has been 
general agent at Miami for Guardian 
Life for the past five years, previously 
was general agent there for Penn Mu- 
tual, is past president of Florida State 
CLU Society, Miami General Agents 






































































W. W. DOWNS 
and Managers’ Association, Greater 
Miami A. & H. Underwriters Associa- 


tion. He is presently vice president of 
Estate Planning Council of Southeastern 
Florida. 

William Kk. deVeer, secretary-treasurer, 


was admitted to the practice of law in 
New York State in 1941 and has been 
active in banking and finance for over 
20 years. He now serves as vice presi- 
dent of the First National Bank in 
Palm Beach, vice president of South- 
east Shares, Inc., and is a director of 


Florida Home Insurance Co. and South- 
eastern Surety Co. During World War 
I he was a lieutenant commander in the 
U. S. Navy. 

L. F. Finnell has been appointed gen- 
eral agent for Dade, Broward and Mon- 
roe counties. He has spent 10 years with 
3usiness Men’s, the past three and a 
half 


as branch manager in South Flor- 





person. 


Street, New York 38, N. Y. 





MANAGEMENT MINDED YOUNG MAN 


A new agency in Long Island representing a life company with 
an outstanding A&H portfolio is seeking a successful life producer. 
This young man is anxious to break into management and double 
his income. We have just this opportunity awaiting the proper 


For details write: Box 2443, The Eastern Underwriter, 93 Nassau 















ida. A native of Illinois, he entered in- 
surance after serving in the Army Air 
Force during World War II. He is a 


member of the Masonic Order, Sertoma 
Club of Miami, and the various industry 
organizations, 

Dr. Sheffel H .Wright has been named 
medical director. 

A majority of the stock of Southeast 
Life Insurance Co. is owned by South- 
east Shares, Inc., whose directors are: 
Harry Hood Bassett, Miami; Roy H. 
Hawkins, Miami; Comer J. Kimball, 
Miami; John M. Kingsley, New York 
City; "Tohn H. Phipps, Tallahassee: 
Wiley R. Reynolds, Jr., Palm Beach: 
and Paul R. Scott, Miami. Associated 
with Southeast Life and occupying th> 
same offices will be Florida Home In- 
surance Co. and Southeastern Surety 
Co. 





Skillman Made Supervisor 

Philip N. Skillman has been appointed 
a supervisor in R. H. Wertz & Asso- 
ciates, Detroit agency of Lincoln Na- 
tional Life. A native of Detroit and 
graduate of Michigan State University, 
Mr. Skillman joins the Wertz agency 
after three years’ experience in life in- 
surance sales and supervisory work. 
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A WELL-BALANCED COMPANY 


New Business For First Half 
Sets All-Time Record 


New business for the first six months of 1956 
reached an all-time high of $59,589,747. 
This represents a 12.6% increase over 
the first six months of last year, which 
was the previous high for the company. 


Life Insurance in force as of 


June 30, 1956 was $966,602, 482. 





The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 


PHILADELPHIA © PENNSYLVANIA 








11 Up for Election 
As NALU Trustess 


Washington—Eleven leading life jy. 
surance men are candidates for the sy 
board of trustee seats which Nations 
Association of Life Underwriters will fj 
at its annual convention here Septembe; 
23-28. 

New candidates are: Melvin S. Blitch 
Life of Virginia, Savannah, Ga.; Dewe; 
W. Kemp, Acacia, Wilmington, Del: 
Howard V. Krick, CLU, Penn Mutual 
New Haven, Conn.; William E. Nort! 
New York Life, Evanston, III.; Benjamin 
D. Salinger, CLU, Mutual Benefit, Ne 
York City; Fisher E. Simmons, Jr., Pan- 
American Life, New Orleans; and Rob- 


ert A. Thweatt, CLU, Peninsular, Day- 
tona Beach, Fla. 
Up for reelection are: William § 


Mutual of N. Y., Columbia, 
Phillips, CLU, Sun Lit 
of Canada, Detroit; Sam B. Starrett, Jr, 
Guarantee Mutual, Omaha; and_ Jack 
White, CLU, Prudential, Los Angeles 

Spez tking for the NALU Per 
Committee, Herbert R. Hill, CLU, 
of Virginia, Richmond, mea fione os 
the committee will meet August 27 1 
complete its pre-convention work. The 
committee chairman, Earl M. Schwemm 
CLU, Great-West Life, Chicago, is ex: 
pected back from Europe by that time 

Two incumbent trustees whose tern 
expire with the convention are not seek- 
ing reelection. They are Winslow > 
Cobb, Jr., Connecticut Mutual, Boston, 
and “O. P.” Schnabel, Jefferson Stant- 
ard, San Antonio. 

Holdover trustees will be: Quan Lu 
Ching, CLU, Prudential, Honolulu; Jo! 
C. Donohue, Penn Mutual, Baltimore 
Elsie S. Doyle. Union Central, Cinci- 
nati; Louis J. Grayson, CLU, Traveler 
Washington, D. C.; G. V. Hockaday, o 
Equitable Society, Spokane, Wash.; 


Hendley, Jr., 
». Cz Harry N. 


Oren D. Pritchard, Union Cent eral, I 
dianapolis. 
Oren D. Pritchard has announced his 


candidacy for NALU secretary. Elect ion 
to this office usually leads to the wt 
presidency and presidency of NALU 


Life & Casualty Winners 


Winners liave been declared in 1 
vear-long sales promotion contest J! 
concluded by Life and Casualty Insu" 
ance Co., Guilford Dudley, Jr., preside’ 
announces. 


Rules for qualifying in the conte 
conducted among the company's nee": 


3,000 field representatives, were base’ 
on sales of the unique Executive fF" 
ticipator life insurance policy introduce! 
a year ago. : 
Winner of the 1956 Cadillac first oe 
is A. S. Henry, staff manager of 
Ga. district, one of the 38 top sal 
who qualified for the first place drawit 
Three winners in second place rece! 
expense-paid vacation n 






trips for . 
selves and their wives to Bermuda, \ 

York City, Mexico City, Jamaica,! 
vana or Hollywood. They are Rs 
Yates, district manager, Rome, Ga.; J. 
Smoot, staff manager, Jonesboro, Ari 
and E. M. Thacker, agent, Atlanta ~ 
district. 
































































The Executive Participator is Life 2 
Casualty’s first participating )licy 
is sold only in units of $25,000. 










17, 1954 
jugust 17, 1956 
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[eiwant General Agent 
Of Dominion Life 
th uaa 
F GETS NEW JERSEY TERRITORY 
le yarold P. Tasker Associated With Him 
e as Assistant General Agent; Their 
. Respective Careers 
sidney E. Leiwant, CLU, of Newark, 
au sho is a life member Million Dollar 
Round Table, has been appointed gen- 
eal agent by Dominion Life of Water- 
io, Ontario, for northern and central 
Yew Jersey. This Canadian company, 
t7 years of age, has been operating in 
“rustees 
s life in- 
yr the six 
National 
Ts will fill 


September 


S. Bliteh 
1.3 Dewer 
ton, Del, 
n Mutual, 
E. Nort! 
Benjamin 
nefit, Ne 
, Pane 
and Rob- 


ular, Day- 


Villiam § 
Columbia, 
, Sun Lit 





arrett, Jr, 

and Jack 

Angeles ry 
ot a Handy & Boesser 
merge SIDNEY E. LEIWANT 

rust 27 

vork. Thef@that state for a number of years and 
Schwemm, Mr. Leiwant’s appointment is part of 
go, 1S ean expansion program of its United 
that time Hi States operations. 

jose terms #® As of last December 31 the Dominion 
not seek MB had $650,000,000 of insurance in force 
‘inslow 5 Mand its 1955 paid-for business exceeded 
1, Boston. 82,000,000. The company is under the 
on Stan BBable leadership of J. E. F. Seagram, who 


as been president since 1949, 
Quan Lu 


lulu; Job Leiwant’s Career Began in 1934 
Baltimort Mf A graduate of University of Alabama 
ul, Cincit vith BLA. degree in 1934, Mr. Leiwant’s 
Travelers Mie insurance career began in November 
day, CL. that year with The Prudential. His 
Vash.; a Bther, Benjamin Leiwant, was a mana- 
entral, I gr with that company in New York for 
[a Years up to his death in 1945. 
—— For five years up to 1939, Sidney 
: age want did personal production for 
VALU ‘he Prudential. Since that time he has 
a represented a number of other large 
cmpanies as an agent and _ assistant 
general agent, consistently producing a 
nners Be volume of business. In addition to 
eS MDRT membership (11 consecutive 
ed in !Bivears) he is a graduate of the LIAMA 
mitest I!" Bency management school; member of 
Ity rte the Newark life underwriters and gen- 
presi’ El agents associations; Newark chap- 
contes ‘“r of CLU, Atlantic Alumni of LIAMA 
coved Of American Institute of Manage- 
ys Nee Bent, 
ere Dast- 
utive Pat Specialist in Pension Business 
introduc Mr, Leiwant qualifies as a specialist 





‘0 pension and profit sharing plans and 
btoup insurance. One of his recent pen- 
on cases was that of the Association 
' Generai Contractors and Operating 
igmeers Union, Local 825, Newark. A 
ptal of 6,000 lives were covered and 
ee entire cost of the retirement pro- 
am will be paid by about 2,000 firms 
the association. Leiwant & Co., Inc., 
‘fe pension consultants on this pro- 
‘m and placed the business with The 
ential. Annual premium is esti- 


“ated at $800,000 to $1,000,000. 
Tasker Assistant General Agent 


‘0 the new setup with the Dominion 
he Harold P, “Tad” Tasker, an asso- 
“€ of Mr. Leiwant, will be assistant 

















A West Point graduate 
with a US. Army career of 21 years, 
he joined forces with Mr. Leiwant three 
and a half years ago. 


general agent. 


Mr. Tasker’s life insurance career 
started in 1939 with The Prudential in 
its Times Square (N. Y.) agency. After 
14 months as an agent he entered World 
War II and served as a captain until 
1946, being on the War Department’s 


General Staff in Washington, D. C., for 
most of that time. Upon retirement 
from the Army he was given the rank 
of full colonel. 


New York Life Makes 


Several Staff Promotions 

Five promotions in the actuarial de- 
partment and three promotions in the 
Group insurance department have been 
announced by New York Life. 

In the actuarial department, Edward 
G. Wendt, Jr., has been appointed an 
assistant actuary. James J. Connors, 
Edward H. Friend, Walter N. Miller 
and Harry A. Woodman, Jr., have been 
named actuarial assistants. 

In the Group insurance department, 
Alden W. Brosseau has been appointed 
an assistant Group actuary and Thomas 


Equitable Agent 74 Years 


The oldest agent in point of service 
with the Equitable Life Assurance So- 
ciety, Knowles Hyer, died recently at 
his home in Pensacola, Fla. Mr. Hyer 
first came to the Equitable in 1882 and 
sold his first insurance contract when 
he was only 17, He had served continu- 
ously with the Society for the past 74 
years, generally believed to be a record 
in the insurance field. He was 89 years 
old when he died. 





D. Sloan and Robert N. Stabler have 
been named actuaria! assistants. 














* * 
Today’s most successful 
life insurance men prove an 
important point... 
Year after year, more good life insurance men 
become top life insurance men with this Company! 
ein mo INDUSTRY * ]0.9% 
or the ROUND ; 
Sere Qawvers NORTHWESTERN Wl 9.2% 


Agents 
awarded the 
C.L.U. 
designation 








INDUSTRY * q 2.5% 


NORTHWESTERN 
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INDUSTRY* . 5.8% 







Agents 
receiving the 
National Quality 
Award 


NATIONAL 
QUALITY 


1956 
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* Taken from the latest available source 
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; Advanced Training -- Advanced Business Insurance and equi 
@ 10x Course. Home Office School and Field Clinics. 
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the effectiveness o ™ 
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0 SALES LEADERSHIP 


n Important Step to Greater Income, Markets, Prestige 


Just what is a C.L.U.— Chartered Life Underwriter? He is a man who has had 
prescribed life insurance selling experience and has passed examinations in the 
felds of life insurance fundamentals, general education, law, trusts and taxes, and 
fnance. In short — C.L.U. is an important, professional designation and for many 
years AXtna Life has considered participation in the C.L.U. program as one of the 


most important steps in a successful sales career. 


292.2} 
C.L.U. participation is demanding. It means many hours of concentrated effort 1) 
over a long period of time. Experience shows that a salesman’s earnings are greater . APPT prmman : 


both during preparation and after the designation has been awarded. C.L.U.’s are 
equipped to solicit business in expanding markets. And C.L.U.’s enjoy increased 


prestige in their business and in their communities. 


tvery year more and 
more Atna Life repre- 
sentatives earn the right 
to wear the C.L.U. key. 
the key and designation 
are recognized among 
prospects and clients as 
a sign of professional 
knowledge and ability. 





ition to loaning books for C.L.U. study, Atna Life offers financial assistance. 
‘given in paying examination fees as well as a portion of travel and living 
Mts for men who qualify to attend the yearly two-week C.L.U. Institute. 


‘fina Trains for Success! 


eness of # 
sthods. 


















AE TNA LIFE 


INSURANCE COMPANY Hartford, Connecticut 


6 - 


The suggested material for C.L.U. 
study includes books which are stand- 
ard texts in many colleges and uni- 
versities throughout the U.S.A. In pre- 
paring for C.L.U. exams, salesmen 
become well grounded in law, govern- 
ment, economics, sociology, finance — 
as they are pertinent to the job of life 
insurance selling. The Atna Home 
Office Library lends these books for 
study without charge. 





Sh gcc Colony og hee 
Sm, OO 


Ra 


tt 


C.L.U. stands for knowledge, professional competence, and prestige. tna Life 
subscribes wholeheartedly to the C.L.U. program and the C.L.U. pledge: 

“In all my relations with clients, | agree to observe the following rule of pro- 
fessional conduct: I shall, in the light of all the circumstances surrounding my client, 
which I shall make every effort to ascertain and understand, give him that service 
which, had I been in the same circumstances, | would have applied to myself.” 
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Fensterwald Ranks No. 2 
In Continental American 





Fabian Bachrach 
FENSTERWALD, CLU 


RALPH 


Completing his first full year as gen- 
eral American in 
midtown New York, Ralph Fensterwald, 
CLU, ranked in second place among all 
paid-for 


agent of Continental 


agencies of the company in 
production, 

Chiefly responsible for this result was 
development 


the agency’s emphasis on 


of a full time agents’ staff. It has been 


necessary, in fact, to take additional 
office space in the 60 East Forty-second 
Street Building to house this new man 
power and clerical personnel. 

\nother the 
\gency’s growth is its policyholders’ 
programming and estate analysis service, 
handled by the office staff, thus reliev- 
ing the agents of the administrative and 
clerical end of policyholder servicing. 

During the past year both new and old 
agents have had the benefit of a 
special course in the use of words, 
sounds and speech pattern so as to make 
their sales presentations more effective. 
Full advantage has also been taken of 
the LUTC courses. 

The brokerage department is headed 
by Abe Eisen, CLU, associate general 
agent, and under his management it is 
showing healthy development. 


factor in Fensterwald 


1 
aiso 


435 Complete CLU Exams 

Names of 435 persons who successfully 
completed their entire series of five 
CLU. examinations in June have been 
released by the American College of Life 
Underwriters. The examinations, which 
were held June 6 to 8, were taken this 
year by a total of 4,176 individuals at 
164 regional centers on the. campuses of 
colleges and universities throughout the 
nation and in Hawaii and Mexico. 

To qualify for the CLU designation, 
a candidate must not only pass the ex- 
aminations in five subject areas, but he 
must meet other professional re- 
quirements including experience. Cre- 
dentials are now being reviewed by the 
American College, and a final announce- 
ment of approved 7 the 


also 


designees tor 
CLU conferment will be issued shortly. 

Candiates who successfully quality for 
the CLU diploma and key, will be invited 
to attend the twenty-ninth annual con- 
ferment dinner and exercises in Wash- 
ington, D. C., on September 26. Those 
who attend will stand in a body before 
the speakers’ table and be addressed bv 
Dr. Davis W. Gregg, CLU, president of 
the American College. Dr. Huebner will 
then administer the professional charge 
which will be recited in unison by the 
new CLU’s. Diplomas will be presented 
at local ceremonies later. 


Dr. Jenkins Asst. Medical 
Director for Equitable 
Fred E. 


assistant 


has been ap- 


director of 


Dr. 
pointed medical 
Equitable Society. Dr. Jenkins, a grad- 
uate of University of Tennessee Medi- 
cal School, class of °’44, was formerly 
deputy medical administrator with 
United Mine Workers Welfare and Re- 
tirement Fund in Knoxville, Tenn. 
Previous to that, he served in the De- 
Paul Hospital, Norfolk, and later, with 
various Army units at Walter Reed Hos- 
pital, Washington and the Brook Gen- 
era! Hospital, San Antonio. 

Dr. Jenkins is a former resident of 
Knoxville. He received his Master of 
Public Health Degree in Medical Ad- 
ministration from University of Pitts- 
burgh shortly before assuming his pres- 
ent post with the Equitable. 


Jenkins 





Indianapolis Life Gains 

Indianapolis Life field force during 
July produced the largest volume of 
paid business in any July in its 5l-year 
history, according to Agency Vice Presi- 
dent Arnold Berg. Sales for the month 
were 30% ahead of last July, while the 
gain for the first seven months of 1956 
was 17% ahead of the same period a 
year ago. 


Kroeck General Agent at 
Youngstown for Occidental 


Occidental Life of California 
opened its first general agency in 
Youngstown, Ohio, and has appointed 
Karl P. Kroeck, formerly district man- 
ager there for Penn Mutual, as general 


has 


agent, 

Mr. Kroeck was employed for three 
years as a newscaster by radio station 
WKBN, Youngstown, and he spent five 
years with Penn Mutual before joining 
Occidentai. 





California Life Appoints 
Hardaker P. R. Firm, Chicago 


California Life of Oakland, has named 
Hardaker & Associates, 540 North 
Michigan Avenue, Chicago, to handle its 
public relations activities on the national 
level. 

The company, which writes all forms 
of life, accident and health and Group 
insurance, is now engaged in an expan- 
sion program which in the past month 
has resulted in its entry into four addi- 
tional states—Oregon, Washington, Mis- 
souri and Pennsylvania. 














aan of the Chartered Life Under- 


writer designation is a hallmark of truly 


informed insurance counselor’ service. 


And so 


it is that we of the Equitable Life Insurance 
Company of Iowa are proud to number 54 
Chartered Life Underwriters among our field 
and home office associates. 


We contribute wholeheartedly to the Coopera- 


tive Fund and 


include 


CLU studies as an 


integral part of our training program. It is with 






real pleasure that we present engraved CLU 
keys to graduating candidates and pay their 
expenses to attend conferment exercises, 


LIFE INSURANCE COMPANY OF IOWA 










FOUNDED IN 1867 IN DES MOINES 
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NEW POST FOR S. R. JOHNSON 


Joins M. L. Camps Agency of John Han- 
cock in N. Y. as Assistant General 
Agent; Formerly With Colonial Life 

The M. L. Camps Agency of the 


John Hancock Mutual Life in midtown 
New York, announced this week the ap- 
pointment of Sandford R. Johnson as 
assistant general agent. 


SANDFORD R. JOHNSON 


Mr. Johnson has most recently served 
for two years as general agent in up- 
town New York of the Colonial Life. 
His first post was in the home office of 
the Mutual of New York. Later he 
became a field underwriter for MONY, 
followed by promotion to a supervisor of 
agents. 

During World War II Mr. Johnson 
was head of a West Indies trading com- 
pany operating small vessels in the 
Caribbean area under the Seventh Naval 
District with headquarters in Miami. 
Following the war he became head of a 
large national sales organization in the 
New York metropolitan area. 

Born in New York and reared in At- 
lanta, Mr. Johnson obtained his educa- 
tion at Blair Academy and the Univer- 
sity of Virginia. He is a member of the 
Creek Club, Leash Club and the Shinne- 
cock Hills Golf Club. 





N. W. Turner President 
Of Chicago Managers 


At the annual meeting of Chicago 
General Agents and Managers held 2 
the Elmhurst Country Club, N. Wilson 
Turner, manager New York Life, was 
elected president for the ensuing yeat. 
Alfred C. Thoma, Metropolitan, _ was 
elected vice president, and Jack Law 
rence, CLU, general agent Massachw- 
setts Mutual, secretary-treasurer. ‘ 

The directors elected for two yeafs 
were: Frank G. Lotito, Lincoln 2 
tional; Stuart A. Monroe, Mutual Bene- 
fit; Robert W. Mussehl, Travelers. 

Hold-over directors are: Edson Chap- 
man, Metropolitan; Walter C. Leck: 
State Mutual; Llewellyn G. Owens, 
Equitable N. Y. 
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Heads St. Louis Control 
























































HENRY F. CHADEAYNE 







Henry F. Chadeayne, treasurer of 
General American Life, has been elected 
president of St. Louis Control of Con- 
tollers Institute of America. Formerly 
comptroller of General American, he was 
previously vice president in charge of 
| accounting. He has been in life in- 
surance since 1926 when he was manager 
of administration for Missouri State Life 
which was taken over by General Ameri- 
can at that time. He graduated from 
Cornell University with a civil engi- 
neering degree. 


New NALU Site 


(Continued from Page 1) 















As faras NALU is concerned, our build= 
ing will now be placed so that it faces 
the State Department on C Street. Thus 
it will be in the center of an area 
approximately 275 feet on C Street by 
120 feet in depth.” 

Larger Site, Parking Space 


This area is approximately 314 times 
the size of our original site and will not 
oly allow a reasonable setback from the 
treet, but will also allow a landscaped 
area (which NALU will landscape and 
tare for in perpetuity) of about 70 by 
1 feet on each end of the building. 
The government assures NALU that this 
and will never be used for anything 
other than park area. 

“It is also important to note that we 
will now have room for a service and 
parking area at the rear of our building, 
whereas the old site offered no parking 
‘acilities whatsoever,” said Mr. Cleeton. 
If NALU had built on its original site, 
‘é building would have faced 22nd 
‘treet and would have been directly in 
‘ne with the State Department’s dip- 
Omatic entrance. Furthermore, it is the 
intent of the government to widen 22nd 
‘treet between C and _ Constitution 
“venue in order to improve the ap- 
roach to the new State Department 
‘uiding. This would have been impos- 
‘be if NALU had been on a corner 
“te Decause our building was to occupy 
a of the 72 by 130 foot lot.” 

the original NALU building plan for 
© Corner site is now being adapted to 
Withee location as rapidly as the archi- 
;-S Can proceed. Primarily this calls 
2 change in the floor below, grade 
evel with little or no change in the 
st and second floors. When the re- 
sued drawings are completed, they will 
4 Presented to the Building Department 
th e District of Columbia with a re- 
“St lor a permit to build. 

Be view of the fact that the head- 
““tters building has been tentatively 






































































































































approved by the Fine Arts Commission 
(with which the building committee has 
worked closely in the exchange of sites), 
Mr. Cleeton feels that a building permit 
will be granted within 30 days after 
submission of the revised plans. 

“It appears that the actual construc- 
tion can begin with a ground-breaking 
ceremony on the new site on September 
28—during NALU’s annual convention,” 
Mr. Cleeton says. “According to esti- 
mates of the contractor, it will require 
approximately 10 months to complete the 


building. Thus, it seems that there’s 
every hope that NALU (and LUTC) will 
actually move into the new home some 
time in the latter part of 1957.” 

The building committee chairman 
emphasizes that every NALU member 
should be extremely gratified. “The best 
way we can display our appreciation of 
the situation,” Mr. Cleeton says, “is to 
push the pbuilding fund campaign as 
rapidly as possible to a conclusion so 
that the financing of the project can be 
handled without a mortgage if possible.” 


Lowenstern With Bikoff 


Arthur H. Bikoff, general agent, Aetna 
Life, has appointed Alan Lowenstern to 


be assistant agency supervisor of his 
agency located at 9 Rockefeller Plaza, 
New York City. He will be in charge of 
the estate planning division. Mr. Lowen- 
stern, a graduate of University of 
Michigan, has been associated with the 
Lowenstern-Mintzer agency of Security 
Mutual Life. 
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Field representatives of the Great-West Life 
will receive additional sales support from 
this outdoor poster which will appear in 
over 100 cities and towns throughout the 
United States and Canada. 


Its message, ‘‘Love and protection go hand ie 
in hand”’ presents a simple yet powerfully 
direct approach to man’s basic need for life 
insurance... his obligation to provide financial 
security and protection for his loved ones. 

The use of outdoor advertising is a good 
example of the support given Great-West 
Life representatives in their sales 
and service activities. 


Reariw/esribore “4 


ASSURANCE COMPANY 


HEAO OFFICE - WINNIPEG, CANADA 


Love and protection 
go hand in hand ! 


Grear-West Lire 


ASSURANCE COMPANY 
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Northeastern Names 
First General Agency 


E., M. LEVY HEADS AGENCY HERE 


Company Dealt Direct With Brokers 
Heretofore; Office Will ~ at 
250 West 57th Stree 


Jr., president 
New York, 


first gen- 


Scnsntt: 
Life of 


Lawrence L. 
of Northeastern 
opening of its 
Manhattan 
Levy 


announced the 


eral agency in and the ap- 


pointment of Edgar M. 
has heretofore 


as its head. 
The company been deal- 


ing directly with brokers in the metro- 


politan area from its home office at 
110 William Street. 

As an expansion of its facilities for 
servicing New York City brokers and 
surplus writers, Mr. Levy has been ap- 
pointed to represent the company as a 
general agent and will have his offices 
in the Fiske Building, 250 West 57th 
Street, New York City. Mr. Levy re- 
signed his position as brokerage super- 
with the Constitution agency of 
States Life in order to accept 
his new position. He has been working 
with life insurance producers in the 
New York City area for many years and 
numbers among the men he has trained 
in the business three members of the 
Million Dollar Round Table. Mr. Levy 
served for three years in the United 
States Navy during World War II. He 
resides with his wife and three sons in 
East Meadow, Long Island. 


visor 
United 


Director of Membership 
Promotion for NALU 


VANCE RICH, JR. 


Vance Rich, Jr., of Raleigh, N. C.,, has 
been made director * membership pro- 
motion for the National Association of 
Life Underwriters as of September 1. The 
J4-year-old insurance executive will take 
an active part in the NALU 6/th annual 
convention in Washington, September 
23- 28. 
Mr. Rich was district manager for Oc- 
cidental Life of R: leigh. He is a past 
presilee! of the Raleigh Life Under- 
writers Assn. 


Indianapolis Life Names 
Marvin Race at Milwaukee 


Marvin E. Race has been appointed 
general agent for Indianapolis Life in 
the Milwaukee area. A graduate of the 
University of Wisconsin, Mr. Race had 
ten years experience in life insurance 
He is a graduate of Life Insurance Mar- 
keting Institute of Purdue University, 
and he is working toward the degree of 
Chartered Life Underwriter. 


WILLIAM G. GODFREY 


Two new agency managers appointed 
by Bankers Life Co., Des Moines, are: 
William G. Godfrey, who will assume 
new duties as manager of the new Syra- 
cuse, N. Y. agency, and William G. 
Beard, newly appointed manager at 
Kansas City. 

Mr. Godfrey previously served as su- 
pervisor in the F. H. Dickinson Buffalo 
agency. Mr. Beard had been agency 
assistant in Kansas City with Penn 
Mutual and replaces H. W. Lentz who 
resigned. 

A Bankers Life man since May, 1953, 
Mr. Godfrey was appointed agency su- 
pervisor in March, 1954. A native of 
Perry, N. Y., he attended Hobart Col- 
lege, Geneva, N. Y., and University of 
Arizona. He first entered the life insur- 
ance business in November, 1950, joining 
Bankers Life on a full-time basis in 
May, 1953. 

Mr. Godfrey is a 


member of local, 


WILLIAM G. BEARD 


state and national underwriters asso- 
ciations; is a member of Kiwanis Club, 
Masons and Veterans of Foreign Wars 
and a Navy veteran. 

A native of Kansas City, Mr. Beard 
graduated from University of Missouri 
in 1950, completed the second year of 
the LUTC course and is studying for 
CLU designation. In August, 1952, he 
joined Penn Mutual as a salesman, be- 
coming agency supervisor in June, ‘1953, 
and agency assistant in June of this 
year. 

While in personal production with 
Penn Mutual, Mr. Beard was a member 
of their First-Year President’s Club and 
a regular qualifier for the company’s 
meetings. He has also attended the com- 
pany’s school for management assistants 
and on pension trusts. He is a member 
of local, state and national associations 
of life underwriters, and a Marine Corps 
veteran. 





GEORGE A. HOLLYWOOD 


Life has announced the 
opening of two new agencies in New 
Jersey. One, located at 95 Monmouth 
Street, Red Bank, is managed by George 
A. Hollywood; manager of the other, at 
606 Bloomfield Avenue in Bloomfield, 
is W. Huntington, III, CLU. 

A native of New Jersey, Mr. Holly- 
wood entered the insurance business in 
1942. He is second vice president of 
the Red Bank Kiwanis Club and a mem- 
ber of the Monmouth County Life Un- 
derwriters Association. 

Mr. Huntington, also a native of New 
is a graduate of Duke University. 
in 1946, 


Guardian 


Jersey, 
He entered the insurance field 


W. R. HUNTINGTON, III 


Mr. Huntington is a member of the Life 
Underwriters Association and the CLU 
Chapter of Newark, and has served as 
vice president and a director of the CLU 
Chapter. He is a member of the Wayne 
Township School Board. 





Made Regional Supervisors 


Two assistant district managers of 
John Hancock Mutual Life were recently 
appointed regional supervisors-training. 

They are William J. Davies, Bingham- 
ton, N. Y., assigned to the Southeastern 
territory, and Douglas A. Wyatt of 
Yonkers, assigned to Metropolitan New 
York and Connecticut region. 


Connecticut Mutual July 


Business a Company Recop 


With a special month- long campaign jp 
observance of the company’s 110th any 
versary, July was a_ record-breakin, 
month for Connecticut Mutual li 
Keyed to lives rather than volume, th 
campaign resulted in a record 6,588 coal 
submitted, 58% over the 1955 month} 
average. Submitted volume of $56,126. 
185 was highest monthly total in cop. 
pany history, 

Although the July effort had bee 
planned originally as an anniversary 
campaign, it also became a “welcom 
home” demonstration for ‘Charles J, Zin. 
merman, who became conection Mu. 
tual president on July 1. Mr. Zimmer. 
man had been with the company a 
agent and general agent for 16 , 
before World War II. Following hy 
wartime service, he joined the Life ]p. 
surance Agency Management Associ. 
tion, later becoming managing director 

Seventy-one of the company’s 81 gen. 
eral agencies went over their objective ip 
the campaign. The Kaul agency, Omaha 
turned in 273 cases, 138 over objective 
to take top honors. Other agencies wit 
outstanding records were Farrar agenc 
Cincinnati; O’Neil agency, Peoria; Li: 
tle agency, Norfolk; Wenner agency 
Utica; Leach agency, Kansas City; 
Gannon agency Seattle. George E. Der, 
Omaha agency, led the company 
submitting 65 lives during the moni! 
while Mac Updergraft, Edward B. 
agency, Los Angeles, was leader in su)- 
mitted volume. 





Robert Engel Agency V. P. 
For Sunset Life, Olympi: 


ROBERT G. ENGEL 


Robert G. Engel, Seattle, has 
appointed agency vice president of ol 
set Life Insurance Co., Olympia, We 
according to Neil W oody, president. | 

Mr. Engel will head up the gro 
activities of Sunset’s general aget 
throughout the West. He began er 
surance career in 1930 with Equita4 
Society. In 1937, he was made head ° 
Group sales and service in the no 
western states. In 1945, he became 4 
tant Pitre manager for Equitable 
the Northwest. He joined Northwe 
Life in 1951 as agency vice _ presi 
and was appointed western Washins® 
agency manager for Banker's Life 
Towa in 1953. 

Mr. Engel received his CLU desis® 
tion in 1947 and is currently the, 
dent of the Seattle Life Underwrite® 





Cosmopolitan Dividend 
A semi-annual cash dividend of tv 
cents per share will be paid on Se? 
ber 4 to stockholders of record AUf) 
25, it was announced at a meeting 
board of directors of Cosmopolitan © 
in Memphis. 
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sagonnsoossenemncetnoneecocersonnenemnnonnane xeonoerse 


TS keep pace with our dynamic, expanding economy, the 
- American Society of Chartered Life Underwriters has an- 
nounced a complete.modernization of its study program. 
The. curriculum:has been revised to include more on personal 
and family finance, business life insurance, pensions, group 


_ insurance, taxation and annuities. 


For the man who wears the honored C.L.U. key, this will 
mean greater effectiveness than ever before. 


Home Life salutes the American Society for its dedication 
to the advancement of our profession. The C.L.U. program, 
like the other excellent facilities for education and self- 
improvement available to the career underwriter, is helping 
the institution of life insurance serve more people—and serve 
them better. - 


We are proud of the fact that 41% of our field men with one 
year of experience or more are either C.L.U.’s or are studying 
for the degree; and 21% of Home Life’s field men eligible 
by length of experience have attained it. 


Our entire organization is proud, too, to function within the 


'C.L.U. creed: ‘‘Have I, in the light of all the circumstances 


surrounding my client, which I have made every conscien- 
tious effort to ascertain, given him that service which I, 
‘had I been in the same circumstances, would have applied 
to myself?” 


HOME LIFE INSURANCE COMPANY 


_ +256 BROADWAY, NEW YORK, N. Y. 





ah aoe Wrdlorensitovs’ Company” 


William P. Worthington John H. Evans 
President Vice President - Sales 
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Equitable Society Names Two Second Vice Presidents 


HOWARD W. PIERPONT 


that 
Pier- 


announced 
Howard W. 


vice 


Equitable Society 


John J. Mallon 


elected 


and 
pont, were second presi- 
dents in the Group department. 

John J. Mallon, 
land, educated 
and Georgetown University. 
his career with the Equitable in 1927 as 
a clerk in the home office Group de- 


partment, and in succeeding years was 


a native of Long Is- 
was at St. John’s Prep 
He began 


achieving 
York 
The 


ranks, 
New 
1951. 


promoted within the 


the post of manager of 


Metropolitan department in 





Puerto Rican Official 
A Huber Agency Visitor 


\ visitor this month at the Home of 





Estatology which houses the Solomon 
luber agency of Mutual Benefit Life, 
New York City, will be J. M. Torio- 
Nazario, counselor at law of Rio 
Piedras, Puerto Rico. Mr.  Torio- 


Nazario has been retained by the Su- 
perintendent of Insurance to make a 
draft of the rules and regulations he’d 
set up to enforce Puerto Rico’s proposed 
insurance code. While the code has been 
inspired in principles that have been 
enacted in Washington, Kentucky and 
Michigan, Mr. Torio-Nazario has sought 
Mr. Huber’s thinking “because I know 
you'd be only too glad to pass along 
whatever suggestions in your experience 
you may deem advisable.” 

“An alumnus of St. John’s College, 
School of Law, class of ’28, Mr. Huber’s 
interest in the industry has extended 
into the areas of estate planning and 
public relations as a teacher on the 
college level as a writer, editor, personal 
producer and researcher into techniques 
in selecting agents. 


Indiana Sales Caravan 

Dates for the annual caravan sales 
congress of the Indiana State Associa- 
tion of Life Underwriters have been 
set as April 4-6, inclusive, according to 
an announcement by Ben Lurie, North- 
western Mutual, FEvansville, caravan 
chairman. There had been discussion at 
the mid-year meeting of the association 
of changing the traditional April date 
to November. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











JOHN J. MALLON 


following year, Mr. Mallon assumed 
managership of the Group department 
in the home office, and in 1955, was 


appointed to manager of the East Cen- 
tral department in Pittsburgh. 

Howard W. Pierpont came to the 
Equitable in 1932 as a clerk in the 
cashier’s department in Cincinnati im- 
mediately following his graduation from 
Dartmouth. After a series of promo- 
tions, Mr. Pierpont became divisional 
Group manager, first in Boston, then in 
Chicago. In 1951, he assumed the post 
of manager of the Central department, 
later changed to North Central, and 
served in that capacity until his election 
to the second vice presidency in the 
home office. 





ACCIDENT « SICKNESS 


MORGAN O. DOOLITTLE 
President 
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Prominent Speakers 
For Life Advertisers 


AT NEW ORLEANS, SEPT. 23 - 26 


Program Chairman Blanchard Gives 
Features of Annual Meeting; Briggs 
General Chairman 


Life Insurance Advertisers Associa- 
tion will be addressed by a stellar group 
of nationally prominent speakers at its 


annual meeting in New Orleans, Sep- 
tember 23-26, according to Program 
Chairman Russ Blanchard, Paul Revere 
Life. 

To point up the meeting theme of 
“Guide Posts to Greater Influence,” Mr. 
Blanchard has lined up Bruce Palmer, 
president of Mutual Benefit Life; John 
Fox, president, Minute Maid Corp.; 
Communications Consultant Kermit Rol- 





WORLD WIDE 
SERVECE 





SIX AND ONE HALF BILLIONS 
IN FORCE 





SUN LIFE ASSURANCE COMPANY 
OF CANADA 


HEAD OFFICE 
MONTREAL 





EMPIRE 


Has been licensed to do business in 
the State of Maryland 


Our complete line of policies cover— 
LIFE 


and all forms of Group Insurance 


We have General Agency territory open. 
Write or wire for complete details. 


EMPIRE STATE MUTUAL LIFE INSURANCE Co. 


Jamestown, New York 





HOSPITAL + SURGICAL 


DOUGLAS S. FELT 
Agency Vice President 





land: the widely known newspaper pun- 
dit Leo Aikman, of Atlanta Constitu- 
tion; and Fred Smith, Cincinnati, sales 
consultant and former sales vice presi- 
dent for Gruen Watch Co. 

Other industry leaders on the program 
include Joseph M. Bryan, senior vice 
president of Jefferson Standard: and 
James E. Powell, vice president of 
Provident Life and Accident. Canadian 
LAAers will repeat a panel presented re- 
cently before the Canadian Life Agency 
Officers meeting and chairmen of LAA’s 
standing committees on advertising, 
sales promotion, and public relations wil! 
discuss case histories of recent opera- 
tions in these fields. 


Seminar on Direct Mail 


As an added attraction, William C 
Heimburg, New York Life, chairman of 
LAA’s educational committee, has an- 
nounced a _post-meeting seminar on 
direct mail will be held on Wednesday 
afternoon and Thursday morning. Len 
Watson, Columbian National, will be di- 
rector and moderator of the seminar and 
present several recognized experts in 
the direct mail field. The seminar is 
offered at no cost to those registered 
for the annual meeting. Subjects to be 
covered are: Principles of Direct Mail, 
Variety of Mailings, Copy and Copy 
Testing, and Economies of Direct Mail 

John L. Briggs, Southland Life, is 
general chairman of the annual meeting 
and Richard L. Hindermann, Pan-Amer- 
ican, is chairman of arrangements. Al 
B. Richardson, Life of Georgia, is presi- 


dent of LAA. 





Exhibits for LAA Meeting 
At New Orleans, Sept. 23-25 


Four hundred and _ thirty-seven ex 
hibits in 19 categories have been enteret 
in competition and will be on displa) 





at the annual meeting of Life Insurance 
Advertisers Association to be held 2 
the Jung Hotel, New Orleans, September 
23-25. 

William A. Colfer, director of public 
relations, Prudential (Houston) an 
LAA exhibit chairman, has _ explainec 
that all material on display is repre: 
sentative of the best current output % 
member companies. Only advertisiné 
public relations material and sales pr 
motion material produced within the pas 
12 months is eligible for exhibit. ; 

Awards of excellence are given 
material judged most meritorious DY * 
judging board of experts. All exhibit 
will be on display throughout the three 
day meeting. 





HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 
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INDIANAPOLIS 
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Austin General Agent 
For Manhattan Life 





T. C. COLLINS 


Manhattan Life of New York has 
appointed T, C. Collins general agent at 
Austin, Texas with offices at 3500 Cherry 
Lane. 

Mr. Collins has ‘been in life insurance 
since 1948, first with American National 
and most recently with Western Na- 
tional Life. A former first lieutenant in 
the Air Force, he served in the Pacific 
Theater during World War II as an 
Air Force Navigator, receiving two bat- 
tle stars. He attended Oklahoma A & M 
University and is a member of Sigma 
Nu Fraternity. 





Smith Ohio Assn. President; 
Plans for State Activity 


Robert D. Smith, Dayton agent for 
Massachusetts Mutual Life, has been 
elected president of Ohio Association of 
Life Underwriters. He succeeds John 
E. James, Youngstown, who resigned 
because of ill health. Smith is a past 
president of Dayton Life Underwriters 
Association and has been vice president 
: Ohio Association the last two years. 

Carth A. Thomas of Ashtabula was 
named vice president to fill the vacancy 
caused by the elevation of Smith. 

A Le: adership Training Conference for 
orienting and assisting incoming officers 
of the thirty-two local Life Underw riters 
Associations in Ohio will be held in Co- 
lumbus September 14. 

The Ohio Association 
Sales Ci 


have five 
November 


will 


aravans moving in 
under the chairmans ship of Sam Loyer, 
Columbus, another vice president. They 
will take a sales congress to each of 


Ohio's 32 local associations, except those 
Im metrope litan area. 

_ The Ohio Association leads the nation 
in the number of new members in the 
Nati mal Association of Life Under- 
Writers, according to a statement of the 
fatter organization. The June 30. tally 
ot 4,103 represents a gain of 114% over 
the same period last year, and an in- 
‘tease of 208 members over last Decem- 


The annual convention will be held in 


Youngstown May 9 and 10, 1957. 





Equitable Sales Record 
A new 
Product 


Was set 


\ half-year sales record, highest 
ion peak in its 97-year history, 
by Equitable Society in the first 
SIX mi mths of 1956. New Ordinary in- 
surance sales totaled $831,198,555 a 14.1% 
§4in of more than $100,000,000 over the 
first half of 1955. Total Ordinary insur- 
ance in force on June 30 amounted to 
$11,445 912,726. 

ew Group sales for the first half of 
this year amounted to $282,712,011 bring- 
ing total Group life in force to $14,475,- 
ma SH. Equitable’s total Ordinary and 
oo life insurance in force is now at 
an all-time high of $25,921,717,070. 


J. J. Gallagher at Camden 


For Continental American 


Continental American Life Insurance 


Co., Wilmington, Del., has 
John J. Gallagher, CLU, general agent 
in Camden, N. J. His offices are at 501 
Cooper Street, Camden 2, N. J. 

A native of Pennsylvania currently 

residing in Haddonfield, N. J., Mr. 
Gallagher is married and the father of 
two children. A graduate of Scranton 
University, he also attended University 
of Pennsylvania, 
_ Mr. Gallagher joins Continental Amer- 
ican with a background of 12 years in 
life insurance, most recently as district 
manager for the’ Union Central Life in 
Camden. He has served as president of 
Camden Life Underwriters Association, 
and director of South Jersey Chapter, 
CLU Society. Mr. Gallagher is a five- 
year qualifier for National Quality 
Award, and has been a member of the 
New Jersey Honor Club for four years. 
The Honor Club is sponsored by the 
State Life Underwriters’ Association. 

Active in civic and community affairs, 
he is a member of the Haddonfield 
Lion’s Club, and is a member of the 
Art League of Haddonfield. 


appointed 


Commissioner Hunt Tells 


How Promoters Launch Co. 


The latest scheme for launching a life 
insurance company used by promotors 
in some states is explained by Com- 
missioner Joe B. Hunt of Oklahoma in a 
letter to Commissioner A. J. Jensen of 
North Dakota. He says “Since the in- 
surance laws of Texas have been 
strengthened the Promotors are cross- 
ing the Red River.” In his letter to Com- 
missioner Jensen Commissioner Hunt 
says: 

“Tt is my understanding that companies 
have been promoted in Texas, Colorado 
and Oklahoma, and are now in the proc- 
ess of being promoted in Oregon and 
your State. 

“Here in Oklahoma, 
under the secretary of State as an in- 
vestment company, then they qualify 
under the Securities Commissioners, and 
sell stock in the investment concern. In 
their beautiful brochures and prospectus, 
they advertise that they will organize a 
big insurance company from the proceeds 
of their stock sales in the investment 
company. They infer in their brochure 
and advertising that the purchaser of this 
stock will receive dividends and their 
stock will greatly increase in value, and 
use, as an illustration, the stock value 
increases and dividend payments of sev- 


they incorporate 








YOUR 
LIFELINE 
SHOWS IT'S 


LIFE TIME 





OXford 7-2950 








have bought 





‘LEE NASHEM AGENCY 
42nd. Street 
17-N. -Y; 


10 East 
New York 





Mutual Benefit Life Insurance Co. 





eral of the oldest old line legal reserve 
life insurance companies. 

“T am not in a position to say 
there is anything illegal about 
transactions. I do know that they have 
interested some prominent people who 
have purchased stock. You would think 
from the way the citizens of Oklahoma 
this stock that they con- 
sider this one of the most lucrative 
fields to invest in, giving it preference 
over oil and uranium stocks.” 


that 
their 



















SUBSTANDARD A & $ 


Lincoln National has again broadened the market for its agents—this 
time, by extending commercial accident and sickness insurance to many 
who have physical impairments. Regular policy coverages are available 


with the premium varying according to the risk. 


This extended service, added to Lincoln National's already broad 


selection of A & S and Life plans, pro- 


field men. 


The 


vides another reason for our proud 


claim that LNL is geared to help its 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, 


Its Name Indicates Its Character 


Indiana 
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LESLIE A. HIGGINS 

Maine Life, Portland, Me., 
has appointed Carl M. Austin, formerly 
manager for Metro- 
politan Life in Waterville, Me., to be as- 
Leslie A. 


Higgins, office manager for the Spring- 


Fidelity 
district 


assistant 


sistant director of agencies. 


field, Mass., office of Phoenix Mutual, 
now is administrative assistant to the 
vice president in charge of sales of 


Maine Fidelity. Announcement is made 
by Curtis K. Gerry, executive vice presi- 
dent, 

30th appointments were made neces- 
Mr. Gerry 
rapid expansion in the number of states, 


sary, said, because of the 


nationwide, in which Maine Fidelity is 
now becoming licensed. 

Maine Fi- 
delity, Mr. Austin will be responsible for 


In his new position with 


the appointment and supervision of gen- 


eral agents and agencies. A_ veteran 
of four years’ service with the armed 
forces in Europe during World War II, 
he became associated with Metropolitan 
Life in 1949. 


manager of 


He was appointed assistant 
Waterville 


Syracuse, 


Metropolitan’s 
1950. A 
Austin has 


district in native of 


N. Y., Mr. 


his life in 


spent most of 
Maine and was educated in 
Augusta schools. He is a member of the 
Portland 


and of the Kora Temple Shrine. 


Life Underwriters Association 
He is 
married, has two sons, and is a resident 
of Portland. 

A graduate of University of Maine in 





American United Plans 


For Home Office Addition 
American United Life announces plans 
for a $2,500,000 addition to its home office 
on Fall Creek Parkway in Indianapolis. 
Clarence A. Jackson, company presi- 
dent, said the proposed expansion in- 
cludes a five-story wing on the north side 
of the building, and a 200-car parking 
lot 

President Jackson said that the office 
expansion is urgent because, while sales 
of all life insurance companies this year 
average 12% ahead of last year, Amer- 
ican United’s Ordinary business is up 
42%, Group business greatly increased 
and over-all business is up 36%. 

The new wing is to be buff. brick 
and will match architecture of the pres- 
ent building, which is buff brick and 
Indiana limestone. To be built at the 
back of the present building, the addi- 
tion will have an employes’ entrance with 
driveway. 


CARL M. AUSTIN 
1931 with a B.S. 
Mr. Higgins had many years’ experience 
and 
later principal of several Maine schools, 


degree in Education, 


as an educator, as teacher-coach 


before entering life insurance. For two 
years, 1940-41, he was town manager for 
Smyrna, Me. In 1943 he joined Phoenix 
Mutual in its Portland 
quickly promoted to office manager, first 
in Portland, then Pittsburgh, Albany, 
N. Y., and, most recently, Springfield, 
Mass. 
Until joining Maine Fidelity, Mr. Hig- 
gins was a member of the Springfield 
Life Underwriters Association. He is a 
Mason. Married, with two daughters, 
he makes his home in Portland. 


office and was 





The Massachusetts Indemnity and 
Life Insurance Company 


Specialists in Quality Tinned, 
Disability Coverage 


Supervisor Thorne Agency 
Berkshire Life announces appointment 
of William Botz as supervisor for the 
Raymond F. Thorne Agency, New York 
City, 


o ae 4 
WILLIAM BOTZ 

Since his release from active duty with 
the U.S. Army in Korea, Mr. Botz 
has been associated with the Colonial 
Life of New Jersey as a special represen- 
tative. Mr. Botz attended the Merchant 
Marine Academy at Kings Point, N. Y. 
and Georgetown University, Washington, 
D.C. He is president of Ridgewood, 
N. J. Junior Chamber of Commerce. 


H. C. WILLIAMSON DIES 
Hugh C. Williamson, 62, insurance 
agent in East Aurora, N. Y., died re- 
cently. Born in Pomona, Calif., Mr. Wil- 
liamson had lived in East Aurora more 
than 40 years. 























BROAD COVERAGE 





Featuring: 


PROMPT UNDERWRITING ATTENTION 
UNEXCELLED CLAIM SERVICE 
UNQUESTIONABLE FINANCIAL STRENGTH 


So Se ed 


Home Office: 654 Beacon Street, Boston, Mass. 
Offices in Principal Cities from Coast to Coast 











Howard Miller Heads Pru 
Pacific-Northwest Region 


Howard Miller has been named direc- 
tor of Ordinary agencies for The Pruy- 
dential for the Pacific-Northwest region. 

This was the second move in the com- 
pany’s expansion movement which split 
the Ordinary agencies in the 11 western 
states and Hawaii into two regions, The 
move was initiated with the appointment 
of Edgar M. Kelly as director of the 
Southern Mountain region. 





Your Mutual 
Benefit Life 


Man says: 





between 
selling 
policies— 
an 
meeting 
needs.” 


From the client’s standpoint it can 
easily be the difference between 
complete satisfaction and utter dis- 
appointment. From the life insur- 
ance agent’s standpoint it can be the 
difference between a richly reward- 
ing career of service and a dull day- 
to-day existence. Because Mutual 
Benefit Life men like G. Reese 
Foote Jr. of Buffalo, put the em- 
phasis on “meet- 
ing needs,” their 
clients are happy 
and they them- 
selves are success- 
ful. The Mutual 
Benefit Life In- 
surance Com- 
pany, Newark, 
New Jersey. 
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Fast Moving Agency Head 























HAROLD P. WINTER 








Just placed at the head of Union 
Central Life’s agency and sales opera- 
tions, Harold P. Winter, CLU, becomes 
a full vice president, after only one year, 
in charge of sales, having been made a 
second vice president, January, 1955. 

ut his advance to agency head fol- 
lows long service in agency work for he 
was nine years assistant vice president 
in agency and ten years previously was 
assistant superintendent of agencies. Be- 
fore going to the home office he was 


manager at Davenport. la., for seven 
years. 
Mr. Winter finds time for civic ac- 


tivity having served as president of the 
‘incinnati and Hamilton County YMCA, 
the Ohio-West Virginia area YMCA. 
He is a member of the Masons, the 
Shrine, Kiwanis and Buckeye Club and 
Community Chest Section chairman. 





General American Group, 
Mortgage Loan Seminars 


Fifty field representatives of General 
American Life met in St. Louis, the 
company’s home office city, recently for 
intensive study and exchange of infor- 
mation in Group and mortgage loan 
‘eminars. The two seminars consisted 
meetings, conferences and lectures by 
tome office officials and outside speak- 
tts who led Group discussions. 
Opening the Group seminar at a 
uncheon meeting, President Powell B. 
McHaney reviewed a number of aspects 
ot the company’s Group insurance situa- 
tion. Under the over-all direction of 
‘ice President Emil E. Brill and home 
once executives Wayne Kauble, Ray 
“ly and Frank Thompson, the field rep- 
‘sentatives in the Group seminar ex- 
Dored such matters as Group life with 
paid-up units, dividends and retentions, 
and the timely subject of major medical. 
_ Many of the sessions were conducted 
'y fieldmen, who discussed their ex- 
*elences in developing new territories, 
sency cooperation, service, and the 
Jtoup representatives’ part in negotia- 
“on of health and welfare funds. 
Highlighting the Group seminar was 
“n all-day session on human relations 
ind selling techniques conducted by Les 
viblin, nationally known sales authority 
“ld practitioner, 
Although General American Life had 
‘onducted Group seminars in two pre- 
wet the mortgage loan seminar 
ican first such meeting to be con- 
“ited by the company. Twenty-three 
aa representing 15 mortgage invest- 
Financ ge ag under the direction of 
Driscoll Vice President J. Gregory 
4 to discuss the program. 
“Sin the Group seminar, some meet- 


t 






ings were conducted by home office offi- 
cials, but the majority were handled by 
field representatives. Discussion cen- 
tered around procedures of appraisal 
technique, management of branch offices, 
agricultural trends, the company’s loan 
policy and objectives, and relationship 
of the mortgage program to the com- 
pany’s sales objectives. 

Climaxing the seminars, the field rep- 
resentatives joined home office associ- 
ates and members of the President’s 
Club (also meeting in St. Louis) at a 
company-wide banquet at the Sheraton- 
Jefferson Hotel. 


Raymond Saumsiegle Dead 

Raymond Saumsiegle, assistant secre- 
tary and manager of the Ordinary policy 
department of John Hancock Mutual 
Life, died suddenly recently at his home 
in Norwood, “Mass. He 

Mr. Saumsiegle had been 
with the John Hancock since 1920, and 
held increasing responsi- 
bility in the company. He was elected 
an assistant secretary in 1944 and since 
December 1948 had also served as mana- 
ger of the Ordinary policy department. 


was 57. 
associated 


positions of 





Equitable of Iowa Record 


Equitable Life of Iowa recorded the 
greatest July and the greatest first seven 
months in the 89-year history of the 
company. New paid production for July 
amounted to $12,500,754, an increase of 
10.4% over July, 1955. This brought the 
total for the first seven months of the 
year to $87,936,597, representing a gain 
of 6.6% over the corresponding period 
of 1955. Insurance in force at the end 
of July was increased to $1,459,878,787. 













































Study Groups Start Next Month! 


Check now with your local Life Underwriters Association, 


C. L. U. chapter, or extension division of your state university. 


A reminder to career life underwriters from 


NORTHWESTERN NATIONAL LIFE 


OF MINNEAPOLIS 
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Atlanta Asso. General 
Agent National Life, Vt. 


GRIFFIN 


WARREN S. 


has been appointed 
National Life 
Dillon agency 


Warren S. Griffin 
general agent ot 


Harold T. 


associate 
of Vermont’s 
in Atlanta, Ga 

Mr. Griffin, an agent on the Dillon 
staff for the past three years, will hire, 
train and supervise personnel for the 
50-member agency which covers Georgia 
and Florida for the 106-year-old Ver- 
mont company. 

\ graduate of University of 
vania’s Wharton School, Mr. Griffin 
was assistant to the president of Trust 
Co. of Georgia before entering the life 
insurance business in 1953. One of Na- 
tional Life’s top agents, he has sold 
annually for the past three years more 
than a million dollars of life insurance, 
and is a candidate for life membership 
in Million Dollar Round Table. 

The Dillon agency leads National 
Life’s 61 general agencies in business 
volume with annual production in ex- 
cess of $20,000,000. 


Pennsvl- 


Business Conference Held 
By John Hancock on Coast 


The third of a series of Business Life 
Insurance Conferences, designed to fur- 
ther train agents in the use of life in- 


surance for business purposes, was con- 


ducted by the General Agency Depart- 
ment of John Hancock Mutual Life, at 
Berkeley, Calif. There were discussions 


of legal and tax problems faced by busi- 
nessmen, and the life insurance 
as a solution to those problems. 


use of 


Four general agents of the company 
participating as leaders of the confer- 
ence were Edwin C. Whiting, Oakland; 
Kenneth W. MacWhinney, San Fran- 
cisco; Noyd A. Leonard, Sacramento, 
and Charles L. J. Fee, Los Angeles. 

Other faculty and discussion leaders 
included Raymond QO. Hollis, assistant 
secretary of the company’s policy de- 
partments; George A. C. Keller, Ir., as- 
sistant counsel: Charles W. Hoover, 
CLU, superintendent of general agen- 
cies; Robert E. Dye, CLU, superintend- 
ent of general agencies; William F. Kiel, 
Jr, CLU, assistant manager of field 
training; and R. Morton Claflin, as- 


sistant manager of sales promotion. 


underwriters, ac- 
trust officers 
seventh annual Wis- 
consin Seminar in Advanced Life Under- 
writing at the University of Wisconsin. 
The seminar is sponsored by the Uni- 
versity of Wisconsin School of Com- 
merce, Wisconsin Association of Life 
Underwriters, Wisconsin General Agents 
and Managers Association, and Wiscon- 
sin domiciled life insurance companies. 


insurance 
attorneys and 


Fifty-five 
countants, 
registered for the 





Mutual Trust Names 
White at Portland, Me. 


Mutual Trust Life of Chicago has ap- 


pointed Earl A. White as general agent 
in Portland, Me. 

Mr. White is a 
sity of Maine. 
World War he 


with the 


Univer- 
During the Second 
four 


graduate of 


served for years 


Army Corps of Engineers and 


saw duty in the North African and 


Sicilian Campaigns. After several years 


in municipal government, as city mana- 


ger for Belfast and Bathbay, Me., he 
entered the life insurance business in 
Portland, in August, 1953. During his 


three years as an agent, he made an 
outstanding production record. 

Lloyd MacDonald, who was formerly 
general agent for Mutual Trust in Port- 
land, continue with White 


time to 


the 
full 


will 
Agency, 
personal production. 


and devote his 

















SUCH A PLAN IS... 





YOUR OWN “MILLION 
DOLLAR” AGENCY ? 


PRESTIGE ? 
SECURITY ? 
INCREASED INCOME ? 
SELF SATISFACTION ? 


Interested ina plan that will accomplish these things? 


Bankers National Life’s MILLION DOLLAR 
AGENCY BUILDERS PLAN based on: 


e An exclusive county franchise. 


e A field tested blueprint for developing your own 
MILLION DOLLAR agency quickly. 


e All the necessary sales tools and lucrative commissions 
for building a strong, well-knit organization. 


Qualifiers should have a successful life insurance sales record and a 
strong determination to build their own business. 


IF YOU THINK YOU ARE THE RIGHT MAN... 


Just complete and mail the coupon for full particulars on the MILLION 
DOLLAR AGENCY BUILDERS PLAN. 







Providing sound coverage at reasonable cost 
through competent representatives. Bankers National’s 
consistent aim since its founding. 








JINATIONAL LIFE 


Ce COMPANW 


MONTCLAIR, NEW JERSEY 








a a a a a ee 


I would like to know about your MILLION 
DOLLAR AGENCY BUILDERS PLAN. 








STATE 
















NAME 
STREET 
CITY 
My age is 
L 
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HEARD On The WAY 








Le, 


During the time he was in Milwauke: 
Mutual Life 


attending Northwestern 
Agents Association convention of whic! 
he was president, 
eral 386 Fourth Aveny 
New York City, was photographed wit! 
the Reverend Gerald A. 


agent at 


Harry Krueger, gep. 


3rielmaier oj 











Fath2r Brielmaier and Harry Krueger. 


Campbellsport, Wis., who delivered the 
invocation at the opening session of the 
Mr. Krueger 
company in 1921 as an office 
home His 

Paalmnier. who. il left 

srielmaier, who later lei 


field convention. 
the 
the 
“Jerry” 
the company when 31 to study for the 
priesthood. 


with 


boy in office. first boss 


Was 


D. Cowles, Jr., CLU, well- 
known in Buffalo life insurance circles, 
recently joined Stewart-Leach Associ- 
ates, a pension planning concern with 
offices in Buffalo and Utica, as business 
insurance and estate consultant. He is 
also retaining his Northwestern Mutua’ 
Life contract with which company 2 
has had a 23-year association. 

Stewart-Leach Associates, establishe: 
in 1941 by Leslie A. Stewart, CLU, ani 
William F, Leach at Utica, New York 
maintain an independent consulting serv- 
ice for insured and uninsured pet 
profit-sharing, welfare and other employ 
benefit plans. Mr. Leach and Mr. Cowles 
represent the firm in its Buffalo offices 
established in 1953, while Mr. Stewart 
maintains the Utica offices which prin 
cipally serves the Central New Yor 
area. - 

Mr. Cowles is a graduate of Hamilton 
College, Class of ’33. He is a past pres 
dent of Buffalo Life Underwriters Ass: 
ciation, past national president of LUT( 
and a former member of N: ALU sage 
nating committee. At present he ee 
tional committeeman to the NALU frot 
3uffalo, is regional vice president of t 
New York State Life Underwriter 
Association and is immediate past pres 
dent of Buffalo Chapter of CLU. 


Chauncey 






David Huff, son of President Lesht 
C. Huff of American reene’s Life © 
Austin, Texas, has received the new! 
created award of the Austin Et 
Club for the Boy of the Month, Dav 
had a straight “A” card in the ‘Willian 
B. Travis High School. He was vice 
president of the junior class, preside 
of his home room, past president 0! 
Hi-Y Club, lettered two years in footbe. 
and track, was a member of the mixe? 
choir of the high school and of 
school band. He received the award 
the basis of leadership in youth educt 


tion. _—" Fr anci 


started 
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Am. Life Convention 
WAY Program Completed 


aes 
WELL-KNOWN FIGURES TO SPEAK 





Milwaukee ; 

tual Li. fist Annual Meeting at Edgewater 
ee Beach, Chicago, From 

1 of whic! October 8 to 12 

eger, gen- 










The American Life Convention will 
jegin its second half-century with an 
ytstanding program at the 5lst annual 
meeting, according to the announcement 


| Avenue 
iphed wit} 
elmaier oj 





Legal Section. Karl Ljung, vice presi- 
dent in charge of agency operations, 
Jefferson Standard Life, is chairman of 
the Agency Section. David F. S. John- 
son, vice president and manager of agen- 
cies, Interstate Life & Accident, heads 
the Combination Companies Section. 
Henry H. Edmiston, vice president, 
Kansas City Life, is chairman of the 
Financial Section. 


The Medical Section holds its annual 


In addition to President Bryan, the 
program committee consists of: O. Kel- 
ley Anderson, president New England 
Life; W. E. Bixby, president Kansas 
City Life; E. W. Craig, chairman of the 
board National Life & Accident; Fred- 
eric W. Ecker, president Metropolitan 
Life; E. C. Gill, president Canada Life; 
Lz. F.. Bee, president Peninsular Life, 
and R. B. Richardson, president West- 
ern Life. 

The details of both the section pro- 


Jane Withe to Marry 


Jane Grau Withe, daughter of Stanley 
F. Withe of Aetna Life Affiliated Com- 
panies, and William Robert Van Dusen 
will be married September 8 at First 
Congregational Church, Farmington, 
Conn. 





announced in the near future. Advance 
registrations indicate that attendance 
will rival that of the all-time record 
set last year at the golden anniversary 






















made by ALC President Joseph M. 
Bryan of the general program plans. 
Mr, Bryan, who is also senior vice presi- 
dent of the Jefferson Standard Life and 
chairman of Pilot Life, both of Greens- 
oro, N. C., is the ex-officio chairman 
of the program committee of the con- 
vention. 





Krueger. 
vered the 
ion of the 
or Started 
an_ office 
first boss ' 
later left \ 
y for the JOSEPH M. BRYAN 
The speakers who will address the 
LU, well: general sessions include a Canadian in- 
~e circles, (ustrialist, a former government finan- 
1 Associ {il official and administrator, two life 
-ern with “Surance company presidents and three 
“business  “¢l-known figures in American financial 
it. He ism Md industrial circles. 
n Mutu’ [7 accordance with tradition, the 
npany hej fesident of National Association of 
; insurance Commissioners, this year, 
stablished | (°Mmissioner Robert B. Taylor of Ore- 
LU, ani ©", will address the general session of 
ew York j@ “¢ annual meeting. 
Hing serv lhe Edgewater Beach Hotel, by long 
pension ‘tablished custom, will be the scene 
- employe fq the 1956 meeting, as the representa- 
r. Cowles “Yes of the member companies gather 
lo offices, | @ Chicago for the opening session on 
Stewart Monday afternoon, October 8. The 
ich prin- ff “tel has been the site of 21 previous 
ew York gatherings, The five-day meeting will 
conclude on the afternoon of Friday, 
Hamilton ff “ctober 12. 
ast presi Schedule of Sessions 
ars Ass0- 
yf LUTC The program for the general sessions 
U nomi 9 *d the various section programs are 
he is na "W substantially complete. The general 
LU from “hedule of meetings is as follows: 
nt of the Monday, October 8—Legal Section, 
erwriters M@ “lernoon 
st presi- Tuesday, October 9—Legal Section, 
“ day; Agency Section, all day. 
Wednesday, October 10—General Ses- 
Sect morning ; Combination Companies 
it Leslie "hong luncheon meeting; Executive 
Life f oe ; 
e new! HE Gon sal ve October 11—General Ses- 
. ie “wn, all day. 
-: af day, October 12—Financial Section, 
Willian The: —_ : 
vag vite F- € convention’s annual dinner dance 
president the e held on Thursday evening in 
it of the mm a, olynesian Village. The dinner for 
Footbal held ew State vice presidents will be 
e mixe/f On Tuesday evening. 


ee . . 
resident Bryan will preside over the 


of tt general 4 ) 
ward of © sessions and the executive ses- 
1 educa ‘i The respective section chairmen 
“Preside at the section meetings. 
; Brann : : 
Franch @ )-,. 2Tence L. Peterson, vice president, 


‘Nlon Central Life, is chairman of the 


meeting in June of every year. 


grams and the general sessions will be annual meeting. 
















tet : d 
local advertising, t a sporadic, hit or miss wonderful brokerage an with. L.I.C.A. 
’ i bong ncenrte Presult-getting ae ments. You can make — 
effort ut a : 
: LI.C.A. “a IN 
paid for by ow oPE 


































you want action instead 
of promises ... check into this two- 
fisted, money-making proposal for 


GENERAL AGENTS and BROKERS 

























More Contracts 


oge . e 30 pay Life 

owmpetitive fe © 20 pay Life ® 7 MP ole 

Wore C lete with unusual 10 poy i at 65 ° modified Life plier 

A. Policies are replete Wl, ica, Png sed Life ¢ double pr’. 
L.I.C. s. For instance t eoge Life * prefer nt © 2 types of ret 

selling feature’: dowment that hos : 5 types of endowme mortgage policy 


enile plans * 


m « accident and health 


DIAMOND a ment ° 9 jv 


e convertible ter 


d at t deat de Ataasll 
guaranteed face amoun : e Hospitalization. 
paid ee ene (20 years) in which — t ‘ 
Se one WOnCUtg 
paid. Wore stasis 
premiums are ‘1q financing plan ’ 
We have an outstanding ney for those WhO 


i ial cas 
rovide substantia! 
aa qualify. We give ” yet 

whole-hearted support fo 


y the backing an 
e success. 


Wore Merchandising 


rogram from 
A hard-hitting, Pro.the-minute 
“mail to sale”’. Th 


oved for 


ids we furnish ar hi furnished You 
aids | selling force. Everything Wore Money For a seine 


powerfu “4 “ flo 
ut charg This is truly ground igorous program 


to you witho f 
° ae LI.C.A. is Comm ith outstanding OPPor 
Wore Aduentioug ; h of agency building, aay general agents — 
elop sales potential throug tunities for both types d of course 
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We help you dev virect. mail, quality-lea producing and organizing surplus agree- 
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WRITE, WIRE OR PHONE COLLECT 


to Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


Telephone: Olympia 4-2474 


Wilmington 99, Delaware 
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Some New Developments That 


Are Stimulating Sales Today 


Most life insurance producers are pres- 
the largest business volume 
of their entire experience. The Million 
Dollar Round Table this year had 480 
first-time qualifiers compared with 293 
of 64%. 

enjoying this 
production should find 
Rawles, CLU, 2nd 
National Life. 
developments 
and 


ently doing 


in 1955—an increase 


“The 


great 


agent who is not 
surge in 
said Jack E. 
Lincoln 
the 
insurance 
that stimulates sales 
Rawles said: 

$25,000 minimum 


out why,” 
vice president, 
some of new 
life 
his own company 
today Mr. 

“Our new 
cial Ordinary life policy offers very sub- 
stantial savings in premium—about 10%. 
Everybody a bargain and $2,500 of 
free insurance on a $25,000 policy is such 
Furthermore, $25,000 of insur- 
the reach of most pros- 
Its premium is about $40 
This is within the 
reach of people thought in 
terms of $25,000 before. Remember, they 
probably never thought of $25,000 homes 
either, but they’re buying them today. . 

“Here’s an idea you can use to con- 
vert Term to this special Ordinary Life 
policy. A 35-year-old man converting to 
this policy would pay premiums during 
the next 30 years totaling $14,362.50, If, 
instead, he were to buy Five Year Re- 
newable Term keeping it in force for the 
next 30 years, he would pay premiums 
totaling $13,307.50. The difference here is 
$1,055. While he wou!d pay $1,055 more in 
total premiums over a 30-year period for 
the special Ordinary life policy, he would 
at the end of that time have in such a 
policy cash values amounting to $13,281. 
This thirteen-to-one return on_ this 
money is a bargain for anybody whether 
he’s interested in the stock market or 
whatever his personal investment con- 
victions may be. 

Accident, Sickness, Major Medical 

Surging 


Citing 


within the business 


size sp?- 


likes 


a bargain. 
ance is within 
pects today. 
per month at age 35. 


who never 


“Accident and Sickness insurance pro- 
tection for substandard risks is another 
new development within our company 
designed to stimulate sales. We estimate 
this should increase the market for Acci- 
dent and Sickness insurance by approxi- 
mately 15% 

“Major Medical is another. One of our 
agents who has been a leader in Major 
Medical sales never leaves a prospect 
until he has at least brought up this sub- 
ject—regardl less of the original purpose 
of his call. 

“There are developments outside of 
our business also, that stimulates sales. 
It’s a peculiarity of the life insurance 
business that any change in the law 
with regard to taxes or social legislation 
stimulates insurance sales for those who 





Shenandoah Life Appoints 
Von Deck at Washington 


Shenandoah Life of Roanoke, ; lias 
appointed Edward H. Von idl mana- 
ger of its Washington, D. C. agency. 
A native of South Coventry, Conn., Mr 
Von Deck attended Manchester High 
School and Connecticut Business Col- 
lege. He also attended Washington Uni- 
versity for a special course. He was 
with Connecticut Mutual Life for 15 
years, and at the time of his appoint- 
ment with Shenandoah Life was with 
National Life of Vermont as_ special 
representative. 

Mr. Von Deck is a member of the 
Methodist Episcopal Church, Masonic 
Lodge and past president of Woodbridge 
Kiwanis Club. 


JACK E. RAWLES 

take advantage of it. It doesn’t make 
much difference what the change is as 
long as there is one. Here are some 
examples: 

“The Split Dollar plan is a good ex- 
ample of a minor change that was timed 
right. The principle of the Split-Dollar 
plan has been known for a long time 
but few people did anything about it 
because few employers were willing to 
contribute extra benefits to their em- 
ployes. But a recent tax ruling focused 
attention on the Splt-Dollar plan. Here 
was a tax change timed right, because 
of the employer’s new interest in sub- 
stantial employe benefits. 

“Another outside development stimulat- 
ing sales is the possibility of building tax- 
free retirement income for professional 
men, due to the new Retirement Income 
Credit. Also, there is the advantage 
of individual Accident and Sickness poli- 
cies as part of an Accident and Health 
Plan under the ’54 Internal Revenue 
Code. 

“The proposed Retirement Income law 
should stimulate sales, _ particularly 
among dentists, lawyers and other pro- 
fessional people who will now be cov- 
ered.” 


Brokers' 
is enthusiastic! 


Minimum $20,000. 
tnrn* Ciass B. 











MEMO 


JAMES F. MacGRATH, General Agent 
WALLY CLAPP, The Eastern Underwriter 
Participating Preferred Ordinary Life 


reaction to this new policy 
Therefore I think our next 
"ad" should publicize it further. 


Competitive rates and cost, 
values and generous Settlement Options make 
it outstanding among Preferred Plans and 
especially valuable in programming. 


Issued sub-standard, 
It's terrific! 


THE UNITED STATES LIFE INSURANCE CO. 
Agency Supervisor—TOM DEANE 
84 WILLIAM STREET 











Celebrating our 10th Anniversary 
We thank our brokers for making this possible 
MEYERS-CRISONA AGENCY, 


General Agent 


CONTINENTAL ASSURANCE COMPANY 


89-30 161st Street, Jamaica 32, N. Y. 
Phone: JAmaica 3-3540-1-2 


Personalized Service for Brokers 


INC. 








Great-West Life’s 
Record Half Year 


NEW BUSINESS GAINED 58% 





Life Insurance and Annuities Up by $231 
Million to $3,196 Million 


in Force 





Winnipeg — Great-West Life has re- 
ported record-breaking new sales of $271 
mi'lion for the first six months of 1956 
an increase of 58% over the same pe- 
riod last year. Total life insurance and 
annuities in force increased by $231 mil- 
lion to $3,196,900,000 by mid-year. 

The company’s assets rose by $17 mil- 
lion to $573 million at the end of June. 
Total income, including premium income 
and investment income, amounted to 
over $52 million. ; 

The company, said that, “A high level 
of business activity in both Canada and 
United States during the period has 
given rise to strong capital, demands. 
This has been reflected in an increase in 
the general level of interest rates, which 
has contributed to a further improve- 
ment in the net rate of interest earned 
on the company’s assets. The policy of 
liquidating government bonds for rein- 
vestment in higher yielding securities has 
been continued.” 


Sales Gained in All Areas 


Sales in all areas showed increases on 
comparable 1955 figures. Ordinary and 
Group insurance sales rose 62% while 
Ordinary and Group annuities were up 


by 37%. Total Group business in force 
increased to $1,169,000,000, a gain of 
$146,800,000. 


At the same time Group and personal 
accident and health sales increased by 
16% and premium income from the sale 
of accident and health insurance was 
running at an annual rate of $19 million. 

Mortality experience among the com- 
pany‘s policyholders was reported more 
favorable than a year ago, while the unit 
cost of operation also decreased during 
the first half of 1956. 


plus high 


HANOVER 2-7865 








GOT HIS NUMBER 


“My boy friend is too bashful to tak 
about his sales ability. But I’ve got his 
number. Soon after he began selling Com 
bined accident and sickness plans—in 
fact it was the day he gave me my engage 
ment ring —you could tell he was a ma 
who had found the formula for success,” 


Find out today why agents and agencies 
do better with the Combined Group of 
Companies: Combined Insurance Co. of 
America, Chicago; Hearthstone Insuranc¢ 
Co. of Mass., Boston; Combined American 
Insurance Co., Dallas; First National 
Casualty Co., Wisconsin. Write direc 
to W. Clement Stone, President, 531 
Sheridan Road, Chicago 40, Illinois. 





New Local Association 
The National Association of Life Us- 
derwriters announces the organization 
of a new association in Cape Girardeau, 
Mo., bringing to over 1,200 the number 
of NALU members in Missouri. 

Under the presidency of Miles Hays 
American National agent in Poplar Blut 
the Southeast Missouri Life Under 
writers Association shows an 18% it- 
crease in membership for this year, ti} 
highest for the entire state. Orvié 
Kysar, Union Life agent in Poplar Bluf 
is membership chairman. 

The Cape Girardeau Association he 
elected as president Luther Hahs 
Northwestern Mutual, and as secretary 
Clifford L. Hitt of Aetna Life. This nei 
association was organized largely throug4 
the efforts of Francis M. Casey, Linco 
National Life, after a lapse of nine yee" 
in NALU membership. 

Many Missourians will go to Washine: 
ton in September for the 67th annus 
convention of NALU. Among those & 
pected to attend are J. D. Soper, CLty 
Sun Life, president of the State Associ : 
tion; Russell Boyt, Sun Life, Cape Girat 
deau, secretary of the State Association 
and Forrest F. Crane, district manage} 
for Massachusetts Mutual in Columo% 
state membership chairman. 

Kansas City, Mo., will also be ™ 
represented, since its membership % 
NALU has already surpassed last ye 
under the presidency of Martin B. Le 
man, CLU, New England Life, wie 
Tom Warnick of Continental as m 
bership chairman. D. A. Nugent, s@ 
executive secretary from Kansas “! 
and Ernest L. McClure, president 7 
Kansas City GAMA, also are expec 
to attend the convention. 
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MONTGOMERY 


GEORGE P. 


Atlantic Life has announced field ap- 
pointments of George P. Montgomery, 
general agent in Houston, and Jack G. 
Oliver, assistant manager of the Norfolk 
office, 

A native of Birmingham, Mr. Mont- 
gmery entered the insurance business 
in 1946 as an independent brokerage 
agent. He was agency vice president of 
National Founders Life in 1955. Active 
ininsurance circles in his state and com- 
munity, he is a past vice president of 
the Houston Life Underwriters Associa- 
tion and a former chairman of the Lead- 
es Round Table of Texas, a state-wide 
rganization comprised of life insurance 





JACK G. OLIVER 


ern Methodist University’s Institute of 
Insurance Marketing. 

A World War II veteran, Mr. Mont- 
gomery received his release from the 
Army in 1946 with the rank of major. 

Mr, Oliver, a native of Great Falls, 
Montana, began his insurance career as 
an agent in 1952 when he became associ- 
ated with New York Life. His produc- 
tion record has consistently qualified him 
for membership in the Virginia Leaders 
Club. 

An aerial photographer during World 
War II, he received his release from the 
service in 1946 and was recalled to active 
duty in 1948, returning to civilian life 








linois. agents only. He is a graduate of South- in 1952. 
tion § Maine Fidelity Enters Beneficial Standard Life 
Life ff Eight States in Two months Reports First Half Gains 
ee In appr roncagee: Goo pt gue Beneficial Standard Life reported gains 
rirardeaugm covering June and July this year, Maine ; 
e numbel fidelity Life, Portland, Me., has become — all ree of $1,647,000 for the 
; "'d lcensed to do business in eight addi- Six months ending June 30, as compared 
. _Bf tional states, according to a report issued to $1,356,000 for the like period last 
iles me Dy —o K. nh executive “a ho year, according to Chairman of the 
plar tung cent, the eight states are: Alabama, Board Edward D. Mitchell. The former 
> Underfq Arizona, Connecticut, Idaho, _ Illinois, ae se 
18% it: Oklahoma, Oregon and West Virginia. figure is after providing $166,000 for 
a -incorpor ated in September 1955, Maine’ Federal taxes and does not include an 
- i Fidelity received its license to do busi- investment recovery of $313,000. 
. Orvig™ ness in its home state of Maine in T see : : : 
, i ; : : otal gains fror sure ; s 
plar Blut February this year. In rapid succession — in eae operations 
it was then admitted to Delaware, Dis- for the first six months of 1956 was 
. . gg ict of Columbia, Indiana, Maryland, $1,430,000 compared to $1,118,000 for the 
pty ern Pennsylvania, Vermont and same period a year ago. Gains from all 
nk Washington. Currently, the Maine life sources is equivalent to $1.65 per share 
secretarg “ompany is licensed in a total of 16 a ‘i ae 
This new Sates and the District of Columbia, in 07 one mullion shares of common stock, 
aoa what is described as a record expansion against $1.36 a year ago. During the six 
y Linco | rogram exceeding company expecta- months span, Beneficial Standard’s as- 
r, Linco tions : . e 
pe wl ‘Under! ing this expansion, probably sets also rose to a new all time high of 
ii a ly S d Dae 
: 2 - ac , 
viparalleled in insurance campany his- $21,286,000, a 12.1% increase over the 
Washine tory, are financial strength, alert and $18,996,000 asset valuation of December 
. we ole management, and a complete range 31, 1955. Capital and surplus funds in- 
i a_i Contracts to meet every. need for life, cluding security valuation reserve and 
those eM accident, health and hospitalization ex- ; : 
ver, CLU™ nse protection,” Mr. Gerry said, "0 admitted assets as of June 30 
gee Equally important, we have attracted amounted to $13,082,470 compared to 
i Gio 4 large number of outstanding general $11, 796,228 as of December 31, 1955. 
aangttt ‘gents and agencies to represent Maine As of June 30, insurance in ‘force to- 
sociatio“gl Fidelity and implement the expansion  taled $87,083,000, a 12.3% increase over 
manag Oo its multiple-line operation.” the oo figure as of December 
Columb 31, 1955 
— NEW ADDRESS FOR SICHENZE 
e Nicholas V. Sichenz ha ly 
7 is V. chenze, who recently 
orship “4 
ast yea! bserved his 2lst anniversary as general LIFE INSURANCE 
BLE ‘sent of the United States Life in Brook- 
‘fe, wil ‘1, N. Y., has changed his business 
’ Sere ee as 
as met “dress to 7321 Fifth Avenue, Brooklyn 9 
nt, st one Shore Road 5-3080. Long active 
sas Cith nthe Bi iso Brokers Association, 
Mr. Sichenze is chairman of its member- 





sident 
expect? 















iD committee and a member of the 


board of directors. 


Prominent Speakers for 


Southwest Conference 
Dallas-——Six presidents, five vice presi- 
dents and five general agents and man- 
agers will comprise the speaking talent 
to appear on the program for the third 
annual Southwest Management Confer- 
ence to be held in the Statler Hilton 
Hotel, Dallas, September 7-8, according 
to an announcement last week by Mau- 
rice I. Carlson, CLU, vice president of 
Universal Life & Accident and general 
convention chairman. 

The theme of the conference, spon- 
sored by the Texas GAMC, will be 
“Getting and Keeping Quality Man- 
power Under Today’s Conditions.” Early 
indications point to an attendance of 
about 700, it is said. 

The speakers, as announced, are: Pres- 
idents—John Cc. Higdon, Business Men’s 
Assurance; William P. Worthington, 
Home Life of New York; James Ralph 
Wood, Southwestern Life, Dallas; Travis 
T. Wallace, Great American Reserve, 
Dallas; Guilford Dudley, Life & Casualty 
of Tennessee, and H. Bruce Palmer, Mu- 
tual Benefit Life. 

Vice presidents—Field Scovell, South- 
land Life, Dallas; Ford Munnerlyn, 
American General Life, Houston; Charles 
E. Gaines, CLU, Tennessee Life, Hous- 
ton; Eber M. Spence, American United 
Life, Indianapolis, and Edmund L. Zalin- 
ski, CLU, John Hancock Mutual. 

General agents or managers — Jess 
Makin, Jr., Fort Worth, Connecticut 
General; Fisher E. Simmons, Jr., CLU, 
New Orleans, Pan-American Life; R. 
Percy Goyne, Dallas, Mutual Life of 
New York; O. P. Schnabel, San An- 
tonio, Jefferson Standard Life, and Ed- 
win D. McGwire, CLU, Phoenix, Ariz., 
New York Life. 


Presiding officers for the two days 
will be Mr. Carlson and P, H. Huff- 
stetler, Dallas manager for the Gre: ut 


Southern Life. Dan C. Williams, presi- 
dent of Southland Life, is honorary 
chairman. 





John Hancock Divides 
Hackensack District 


In line with an expansion of district 


agency operations in northern New Jer- 
sey, John Hancock Mutual Life has 
made its Hackensack district into two 


new districts to be known 
East and Bergen West. 


as Bergen 


Philip Martini, regional manager in 
charge at Hackensack has been ap- 


pointed district manager at Bergen 
West, and James J. Durning, CLU, re- 
gional supervisor in the company’s 
southeastern territory, has been ap- 
pointed district manager at Bergen East. 

Mr. Martini had been associated with 
the Passaic, New Jersey district for 
almost twenty years. He was appointed 
assistant district manager in 1937. Mr. 
Durning joined the company as a clerk 
at Germantown, Penna., in 1939. In 1945 
he entered the field as an agent and in 
1949 was appointed assistant district 
manager. 





Manhattan Life Expands 


Manhattan Life of New York has been 
admitted to transact business in Minne- 
sota and South Carolina. In addition to 
the District of Columbia and the Terri- 
of Alaska, the company is now 


tory 
do business in twenty-one 


licensed to 
states. 








RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 








Mitchell Detroit General 


Agent for Mutual Trust 
Mutual 


pointed 


Trust Life of Chicago has ap- 
Robert W. Mitchell, general 
agent in Detroit. Mr. Mitchell is a 
graduate of Wayne University and 
served for two years with the Air Force 
in Alaska. Before entering the life in- 
surance Mitchell had a 
variety of other sales experience. Dur- 
ing his five years in life insurance in 
the Detroit area, he has been highly 
successful. 


business, Mr. 





New Flexible 

























@ Provides income 
protection dur- 
ing family’s de- 
pendency years 
in moderate or 
large amounts 
as needed, 


@ Unique in_ its 
range—incomes 
from $10 to 
$40 per month 
per thousand. 


e@ Rider affixed to 
any new con- 
tract (minimum 
$2500) except 
5 or 10 year 
term. 


Basic policy ben- 
efits remain un- 
changed. 





@ Liberalized rid- 
er the means of 
tailoring poli- 
cies to fit vari- 
able needs, 


Competitive cost 
— Flexible and 
liberalized, 


@ Family income 
rider makes an 
ideal contract. 
for young peo- 
ple with family 
responsibilities. 


, Tee COLUMBIAN NATIONAL 
LIFE INSURANCE Zoyacry 


BOSTON, MASSACHUSETTS 
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204 Companies Back 
Underwriter Training 


REPORTS ON CLU ACTIVITIES 


Paul Clark, Dr. Gregg, Julian Myrick 
and Others Tell of Growth at 
Recent Meeting 


More than two hundred life insurance 
companies now subscribe to the Coop- 
erative Fund for Underwriter Training, 
it was reported at the recent meeting of 
executive American 
College of Life Underwriters. Paul F. 
Clark, CLU, president of John Hancock 
Mutual Life, the 
Committee for Fund 


the committee of 


who is chairman. of 


the Cooperative 


and vice chairman of the board of 
American College, in his report to the 
executive committee stated that 204 


companies are now members of the fund 


and that the 
1956 
1955. 
indicated 
nies wer¢ 
tive Fund. 

This fund was established 20 years 
ago for the purpose of providing finan- 
cial life underwriters who 
wish to take CLU examinations. An un- 
derwriter who is under contract to a 
life insurance company that subscribes 
to the fund may credit certifi- 
cate, signed by an officer of the com- 
pany, which is accepted by the American 
College for half the examination fee. 

The operations of the fund are under 
the direction of the committee consisting 
of 24 prominent life company executives 
with Mr. Clark as chairman and Morton 
soyd, president of Commonwealth Life, 
as vice chairman. Earl T. Trangmar, 3rd 
vice president, Metropolitan Life, is sec- 
retary. 


total amount subscribed in 
represented a 7% increase over 
The corresponding report in 1955 
that 189 life insurance compa- 
subscribers to the Coopera- 


assistance to 


secure a 


Some of Reports Heard 


Twenty-two members and 
tended the executive committee meeting 
presided over by Julian S. Myrick, chair- 
man of the college’s board of trustees. 
Reports of numerous departments and 
committees were heard, and George 
Neitlich, president ot American Society 
of Chartered Life Underwriters, —re- 
ported for American Society. 

Dr. Davis W. Gregg, CLU, president 
of the college, presented a graphic re- 
port of the rapid growth in college ac- 
tivities in the past five years following 
the decision of the board in 1951 to de- 
velop the college’s program on a broader 
basis. 

During the school year 1955-56, ac- 
cording to the report of Walter B. 
Wheeler, CLU, director of field services, 
there were 255 teachers and 42 moder- 
ators in CLU study groups across the 
country. This compared with 237 teach- 
ers and 39 moderators in the previous 
year. It has also stated that about 175 
colleges and universities cooperated with 
the American College during the past 
vear in offering CLU courses and serv- 
ing as examination centers. 

Among subjects discussed by the ex- 
ecutive committee were the need for ex- 
panding office space at college and so- 
ciety headquarters in Philadelphia and 
the prospect of developing a program of 
continuing professional education for 
CLU’s. 

The 


guests at- 


American College mailed grade 
reports on August 3 to the 4,176 candi- 
dates who took CLU examinations in 
June, and at the same time each candi- 
date was provided with information 
showing the transfer of examination 
credit in connection with the revised 
CLU curriculum commencing this fall. 
In adopting the new CLU study pro- 
gram, the American College developed a 
plan which that no candidate 
will lose credit for any examination he 
has passed. 

The 435 life insurance men and women 
who have just completed the series of 
five CLU examinations, according to the 
list released by the American College 
on August 3, make a total of 6,416 who 


assures 





Haggman Goes With 
Northwestern Mutual 


AS ADVERTISING DIRECTOR 


Well Knoswn LAA Officer Has Been 
With Kansas City Life 
Since 1948 


Richard S. Haggman of Kansas City, 
appointed to the newly- 
of director of advertising 
for Northwestern Mutual 
ing to an announcement by Grant L. 
Hill, 


agencies. 


has been 


created post 
Life, accord- 
and director of 


vice president 


ee 


NY 





a 


RICHARD S. HAGGMAN 
Mr. Hageman, who will head up na- 


tional advertising and sales promotion 
for Northwestern Mutual, has performed 
similar duties for Kansas City Life since 


1948, under the title of director of public 


relations. He will take over his new 
post at the Northwestern Mutual Life 
home office, Milwaukee, about August 


20. Active in the Life Insurance Adver- 
tisers Association for many years, Hagg- 
man has been elected its treasurer and 
a member of its executive committee for 
the coming year. He is a former chair- 
man of both the North Central Round 
Table and the National Program com- 
mittee of the association. 

Mr. Haggman attended Kansas State 
College and began his career on a Man- 
hattan, Kansas, newspaper. Later, in 
Kansas City, he worked in the public 
relations and promotion division 
of Cities Service Oil Co. and then was 
associated with the Beaumont and Hol- 
man advertising agency. Before joining 


sales 


Kansas City Life in 1948, he was di- 
rector of public relations for Kansas 
City Chamber of Commerce. 

The new officer’s duties will encom- 


pass the company’s sales promotion pro- 
gram, which has been under the imme- 
diate direction of Julian Leet, assistant 
director of agencies, and its national ad- 
vertising program, which has been di- 
rected by Robert E. Templin, superin- 
tendent of agencies. Haggman’s appoint- 
ment makes it possible for both Leet 
and Templin to devote full time to their 
heavy agency responsibilities. 

Mr. Haggman, who attained the U. S. 
Army rank of major in World War II, 
is married and the father of three chil- 
dren, 


H. G. Barnhurst Agcy. in 
New 711 Third Ave. Bldg. 


N. Y. PROVIDENT MUTUAL MGR. 


Now Has 20 Full Time Agents with 
Garden City and Newburgh Branches; 
25th Anniversary With Company 


After a year or so in New York as 
manager of Provident Mutual Life’s 101 
Park Avenue agency, Henry G. Barn- 
hurst has recently moved his agency to 
the new 711 Third Avenue, N. Y. build- 
ing as part of an expansion program. 
The new offices, completely modern with 
year-round air conditioning, provide the 


wv 





HENRY G. BARNHURST 


latest in office design and equipment. 

New features include a career agents’ 
room which also serves for staff con- 
ferences, and a photostat room contain- 
ing filed copies of all applications and 
medical papers. 

The Barnhurst Agency in the past 
year has increased its full time man- 
power to 20 agents including key per- 
sonnel at Garden City and Newburgh 
branch offices. In 1957 another branch 
office is expected to be opened in West- 
chester County. Now leading the Provi- 
dent Mutual in non-cancellable A. & H. 
and hospitalization production, the 
agency is also maintaining its paid-for 
life business on an even keel with that 
of 1955. One member of its full time 
staff—S. Roy Swanson—is a member of 
the Million Dollar Round Table. 

Manager Barnhurst is celebrating his 
25th anniversary with the Provident this 
vear, having started with the Lewis C. 
Sprague agency (N. Y.) in 1931. He was 
named general agent in Syracuse in 1940 
and did considerable association work. 
He served as president of the local Gen- 
eral Agents and Management Associ- 
ation and of the local Life Underwriters 
Association. Mr. Barnhurst returned to 
New York in late 1954 to succeed Mr. 
Sprague as agency head when the latter 
was named vice president at the home 
office in charge of agencies. 





Great-West Life has appointed R. A. 
Harrison, Group supervisor at Vancou- 
ver, succeeding C. W. Miller, who has 
been transferred to Winnipeg to take 
over the position of Group supervisor 





have completed the series in the 28 
years of American College history. In 
addition to these, over 10,000 others 
have passed from one to four of the 
examinations. 

Under the new CLU curriculum which 
candidates will follow this fall, the 
handbook that outlines subject material 





for Manitoba and Northwestern On- 
tario. 
covered by each examination will be 


called a “Study Guide” and the cost will 
be $3.50. Candidates will order Study 
Guides from local college and university 
bookstores or directly from the Ameri- 
can College of Life Underwriters in 
Philadelphia, either individually or in 
class groups. 





Wisconsin National 
Leaders at Mackina 


The star production leaders confe. 
ence of Wisconsin National Life, Qs. 
kosh, Wis., was held at Grand Hot! 
Mackinac, August 12 to 15. The pres, 
dent’s cup awards were won by Garne: 
Inman, New Albany, Ind., leading lif 
producer; N. E. Ziskind, Sheboygay 
Wis., leading accident and health pro. 
ducer; Billie O’Connor, Champaign, Jj 
leading producer of combined life ap; 
accident and _ health. 7 

The president’s plaque awards went ; 
Garnett Inman, N. E. Ziskind, W.T 
Smith, Indianapolis, leading agency ;; 
life production; Roy P. Madler, Hilher: 
Wis., leading agency in accident 
health production; Elmer W. Clari 
Oshkosh, Wis., leading agency in con. 
bined life and accident and health pro- 
duction for 1955, and R. G. Janse 
Green Bay, Wis., leading individual j; 
combined life and accident and_ heal! 
production. 

The leaders were welcomed by \\ 
Mead Stillman, president of the con. 
pany, and R. P. Boardman, chairmy 
of the board, at the second day’s sessio; 
discussed his outlook on the nation 
economy and the company’s prospect 
E. H. Metz, vice president and directo: 
of agencies, Wisconsin National, dis- 
cussed the production situation. 

Among other speakers were Willia 
G. Coursey, director of sales, acciden: 
and sickness department of Midlani 
National Life of Watertown, S. D., wi 
was formerly managing director Inter 
national Association of Accident. ani 
Health Underwriters; George T. Guerre 
CLU, of Brogan agency, Ohio Nations 
Life, Lansing, Mich.; T. Benson Leavitt 
senior consultant in company relation: 
ship division of Life Insurance Agence 
Management Association; and Russel 1 
Moore, CLU, district manager of Mu 
tual Benefit Life at Lansing, Mich. 

In the Sales Panel the following par- 
ticipated: S. G. Beazley, superintendent 
of A. & H. Sales, Chicago, Ill.; M. § 
Kirkpatrick, Michigan home office st 
pervisor, Grand Rapids, Mich.; L. \ 
Ressler, Illinois home office supervisor 
Galesburg, Il].; W. T. Smith, manager 0! 
Indiana Agencies, Indianapolis, Ind. 

One hundred and twenty-five attende 
the meeting. 





LOMA Institute Activity 


Report sheets have ,been released }) 
Life Office Management Association 11- 
stitute on the 12,734 examination paper 
written this year by 7,592 employes 
373 life insurance companies and orgat- 
zations. These figures, new records 0 
both employe and company participation 
are tangible evidence of the broadenin 
acceptance of the LOMA Institute pr- 
gram. As a result of successes in tt 
1956 examinations, the LOMA Institut 
will award 50 Fellowship Diplomas, !” 
Associateship Diplomas, and 1,247 Cours 
I. Certificates, ; 

The LOMA Institute was organiz 
in 1932. Since that time, over 37\"' 
home office and field office employes “ 
the United States and Canada have 
rolled in its program and 130,632 exam 
nations have been written. Of the 3/" 
students enrolled, 11,070 have earn 
the Institute Certificate by passing 
four Course I examinations, 2,139 he‘ 
qualified as Associates of the Ins 
by completing Courses I and II, & 
746 shave been awarded Fellows" 
Diplomas. a. 

Frank L. Rowland, managing direc! 
of LOMA expressed genuine salisi« 
tion with this year’s Institute act! 
He was especially pleased by a mat 
increase in enrollment outside of ho™ 
offices. Mr. Rowland stated that, 
year 85 companies in the United Staté 
and Canada enrolled over 1,40 ™ 
office employes. The three leading 0 
panies in this respect had 695 emp,” 
students from 285 branches sign UP *” 
examinations. Expanded interest am 
field office personnel was a major ™ 
son for the need this year of 893 exal® 
nation centers, compared with 769 cé 
ters in 1955. 




































































































































zed te 
accord 
structe 
care O 
r add 
An 
been 1 
additio 
of gre 
policy. 
compat 
the po! 
when 1 
ten. I 
system 
benefit 
policy 
52.500 


smoun 
reache: 
the or 
the ret 
payable 
the po 
Vvears ; 
times 1 
in the 
prior { 
retirem 
rigina 
63 is € 
living < 
The m< 
inv of 
The 
the pol 
t pret 
mortga 
pany’s 
Up pro 
The 
ssued 
It prov 
form o 
ance w 
the bas 
the sel 
$10 for 
basic | 
period 
lace an 
comes 
Conry 
to the 
” the 
utoup 
et 
‘Toup 
June 3 
1 Jun 
1 $761 


Year, 


¥ 





Neral 


TOgran 
Topert 





——: 


ickinac 
> COnfer. 
ife, Osh. 
1d Hote! 
he pres. 
’ Garnet 
ding ij, 
ieboygar 
lth pro- 
aign, Ill, 
life anj 


> Went t 
| WT 
Sency in 
Hilber: 
lent and 
2 Clark 
In com- 
lth pro- 
Jansen 
vidual j; 
d healt! 


by W 
he con:- 
~hairmar 
S Sessior 
nation’s 
rospects 
director 
nal, dis- 


¥ 
Willia: 
accident 
Midland 
D., wi 
wr Inter- 
ent and 
. Guerre 
Nationa 
Leavitt 
relation- 
Agence) 
-ussel H 
of Mu 
ich. 

ing par- 
ntendent 
MeN 
fice su- 
WN 
pervisor 
nager 0! 
Ind. 

attende: 


vity 
ased }) 
tion In- 
1 papers 
loyes 0! 
| organ 
ords 

c ipation n, 
yadening 
ute pr . 
s in the 
Institute 
mas, 1/5 


7 Cours 


rganize: 
rc 37M 
loyes 1 
lave él 
) exam: 
ie 37, 

earnet 





owshis hs 


direct’ 
satisia 7 
activit! 
marke? 
of hom 
hat th 
d State: 
ne 








Nera] 






jugust 17, 1956 


UNDERWRITER 












(ompanion Life Has 
New Rates and Policies 


GRADATION PLAN CONTINUING 





Company Ends Seventh Fiscal Year 
With Gains in Assets, Ins. in Force 
and New Paid-for Business 


The Companion Life of New York, 
hich recently completed its seventh 
year of operation, announced this week 
2 complete revision of its rate book and 
the addition of three new plans to its 
ales kit. The new rate book is modern- 
wed to provide policy rates and values 
acording to age. It will be so con- 
sructed that any changes may be taken 
care of by the ‘simple insertion of new 
r additional information. 

An over-all rate reduction has also 
heen made by the Companion and, in 
dition, it will continue its unique plan 
of gradation of premium by size of 
policy. This_ plan, inaugurated by the 
company in January, 1956, passes on to 
he policyholder the savings which occur 
when the larger sized policies are writ- 
‘en, It is pointed out that under this 
stem “even the small insurance buyer 
benefits” as the gradation by size of 
policy becomes effective on amounts of 
92500 or more. 

Details of New Policies 

_ The three new policies announced by 
he Companion are the juvenile estate 
builder, mortgage protection plan and 
amily maintenance rider. 

The juvenile policy, soon to be offered, 
provides for five times the original 
amount of insurance when the insured 
reaches age 21 years. Under this plan 
the original amount of insurance plus 
he return of all regular premiums are 
payable in the event of death prior to 
the policy anniversary age nearest 21 
years; also a life insurance estate of five 
times the original amount of insurance 
in the event of death after age 21 and 
prior to age 65 is established, and a 
retirement benefit of five times the 
riginal face amount of insurance at age 
f3 is established if the insured is then 
living and all premiums have been paid. 
The maturity value may be applied under 
inv of the usual installment options. 

_ The new mortgage plan provides that 
he policy becomes paid up after 20 years 
i premiums have been paid. The basic 
tiotiguee plan is identical with the com- 
pany’s present form except for the paid- 
‘) provision. 

The family maintenance rider may be 
sued for a period of 10, 15 or 20 years. 
It provides nonforfeiture options in the 
iorm of cash values and extended insur- 
ance which are separate from those of 
the basic policy. If death occurs within 
he select ed period a monthly income of 
10 for each $1,000 and face amount of 
basic policy will be paid for a similar 
period following the insured’s death. The 
face amount under the basic policy be- 
comes payable immediately upon death. 
Companion Life restricts its sales only 
© the state of New York. As of June 
) the company had $130,825,942 of 
Group and Ordinary insurance in force. 
The total paid-for of Ordinary and 
‘troup business from June 30, 1955 to 
June 30, 1956 was $20,901.326. Assets as 
f June 30 were $4,564,020, an increase 
= 1 $761,106 compared with the previous 
Year, 








North American Gains 
‘orth American Life of Chicago re- 


‘orts that the sale of new life insurance 


1 July exceeded the amount produced 
i the same month a year ago by 36.9%. 
les of Ji ife insurance for the first seven 


months of 1956 are 19% over the sales 





r 1955. 

Jack Bouc her, who became associated 
i th General American Life’s Houston 
ortgage loan office in 1954 and then 


transferred to Phoenix, Ariz. as 


‘Sistant manager, has returned as head 


, ‘¢ Houston office. 
~-uSton, Mr. Boucher 


American’s 
Tam on 


As manager in 

will head up 
mortgage - lending 
residential and commercial 
‘Operty in the area. 





Group Manager in Phila. 
For New England Life 





call or write: 








Now Available 


Major Medical Expense Insurance — Both 
Individual and Family Plans — in 


THE HOOSIER CASUALTY COMPANY 


$5,000 Maximum Benefits . . 
of hospital 
Ask about Attractive Premium under our Plan 15. 


Example: Man and Wife under Ace 40 with two 
children—only $60 Annual Premium. 


For Complete Information, Sample Policy, FREE Sales Material, 


WILLIAM FORD, INC. 
State General Agents, The Hoosier Casualty Co. 
Raymond Commerce Bldg., Newark 2, N. J. ° 








Pays in and out 


Phone: MArket 2-1371 











/ LUTC Course Sets Record 


ae g 3,488 life underwriters, 
number in LUTC history, 
successfully completed the Life Under- 
James W. Kerl as writer Training Council’s two year course 
New Eng- of 
land Life in Philadelphia was announced 
by O. Anderson, president. 
For years Mr. 
has been Group manager in Philadelphia 
for Sun Life of Canada. 





the largest 
have this year 





JAMES W. KERL 


Appointment of 


district Group manager for study, it was announced by Loran E. 
Powell, CLU, managing director of the 
Council. This year’s record breaking 
figure brings the total number of LUTC 
graduates to 12,038. 

In addition to the graduates, 8,538 men 
and women successfully completed one 


Kelley 


the past eight Kerl 


A veteran of 


13 years in the Group life insurance year of the course and will be going on 
business, Mr. Kerl succeeds Francis L. to complete their studies in the fall. 
Doyle, Jr, CLU, who has been named Only those who have completed the 
New England Life district agent in Del- Council’s two year course are listed as 


graduates. 


the LUTC 


to be associated with 
& Dunn agency. In 


aware County, Pa., 


the firm’s Haines Accident and Sickness 











Top Dollar Value 


in a Jefferson Standard policy 


Insurance buying Americans want top value for their 
life insurance dollars . . . and Jefferson Standard’s Mr. 
4% sells insurance protection with higher future income 
. .. at no increase in cost to the policyholder. Jefferson 
Standard, now guaranteeing 242%, pays 4% on policy 
proceeds left on deposit to provide income. 4% is the 
highest rate of interest paid by any major life insurance 
company .. . another BIG PLUS enjoyed by Jefferson 
Standard agents. 


Jelierson \tandard 


Home Office: Greensboro, N.C. 





wa 


Mr. 4%, says: "The life underwriter who holds the 
C.L.U. designation is equipped to serve his clients 
and prospects with professional competence.” 











Course, out of a student body of 462 
students in 18 eastern cities, 454 suc- 
cessfully completed the course. There 


are now 494 LUTC A & S graduates. 

Ninety per cent of the life insurance 
graduates who enrolled in 1955-56 classes 
attended ail 25 sessions, and sat for final 
examinations. Better than 95% of all 
A & S&S students attended all 12 sessions 
of the A & S course and took the final 
examination 


Oklahoma Premiums Were 
$251,277,017 Last Year 


Oklahomans paid $251,277,017 ia 
miums in 


pre- 
cumpanies 
Okla- 


1955 to insurance 


licensed to transact business in 


annuzi state- 
Hiunt, 
This 

the 


homa, according to the 


ments of these companies, Joe B. 
Commissioner, reports. 


$18,329,104 


Insurance 


is an increase of over 


previous year. 

collected by 
the first six 
amount to $7,783,130 
$508,972 


period. 


Premium taxes and fees 


the 
months of 


Insurance Commissioner 
1956 
increase of 


which is an over 


the previous 12 months’ 
Mr. Hunt states that he has deposited 
to the general revenue fund, since taking 


office on January 10 of last year, $15,- 
057,288 and has allocated to the Police 
Pension and Retirement Fund $450,000 


allocated to the Firemen’s Pension 
and Relief Fund $3,627,116. 

Total fees and taxes collected from 
insurance companies since statehood, 
1907, amount to $92,192,143. Expenditures 
of the Insurance Commissioner’s olfice 
for this same period were $1,289,364. 
There are now 710 insurance companies 
licensed to transact business in Okla 
homa. 


and 


Employers Mutuals Award 
Wharton School Fellowship 


One of the first three insurance fel- 
lowships to be established at an Ameri- 
can university by Employers Mutuals of 
Wausau has been awarded at the Whar- 
ton School of Finance & Commerce of 
the University of Pennsylvania. 

The $1,560 grant has been 
Robert L. Williams, Thief River 
Minn., a graduate student at the 
ton School. 

C. E. Hasbrouck, Philadelphia branch 
manager for Employers Mutuals, a lead- 
ing insurer in the field of workmen’s 
compensation, stated that there are more 
opportunities in the insurance field than 
there have ever been and that the need 
for qualified men to fill these positions 
is constz intly gre wing. 

Emphasizing the magnitude of modern 
insurance, he pointed out that this field 
now employs approximately 800,000 per- 


made to 
Falls, 
Whar- 


sons—more than the aircraft industry or 
the entire communications field and only 
slightly less than the automotive indus- 
try. 
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FACTOR IN SUPPLEMENTAL 
BENEFITS 


COST 
UNEMPLOYMENT 


Forster & Crosby, 
and consult- 


Perrin 


Inc., Philadelphia, 


Towers, 
actuaries 
issued 


ants on employe benefits, have 


supplemental 
SUB 


impetus given to 


a Statement about uneim- 


efits -with some ob- 
servations based on 


SUB by the settlements in the 


ployment ben 


auto and 
action of some 
leading glass companies carried over into 


and 


can industries and the 


major rubber 
steel producers concluded negotiations 
] 


ide supplemental unem- 





ployment benefits. “It is assumed that 
among 


other 


supplemental benefits will be 


lemand 
umion demands 


industries,” says T. P. F. & C. 


made upon many 


In its comments the actuarial consult- 


ing concern calls attention to the cost 
of a SUB plan which, it says, must be 
extremely elu by its very nature 





This explains why cost control is in- 


variably written into the agreement. In 


other fields of emplove benefits, statistics 
consider- 


sted, util- 


based on historical data have 





1 — lanc 
able credé 


izing soun inciples, enable 
] i nake reason- 


tinues T. P. F. 





ly, in any specific 


coim- 





pany historicz 
indication of lay ff 
future. In 
deceptive 
existing 

velopment 
makes predicti 


statistics may 





" . 
and services, 


job patterns 









almost 11 ipossibie. 

“In our opinion, the best estimates can 
be ‘ur pay- 
rolls figures 
against whicl 
could d futur 
It is esse do 
own rely on 


company producing basic 
operating at full capa 
specialized com 


steel mig] 





technological iepressi 


velopment of a new all 





in an industry might 
layoff for one company a 50% 
layoff for marginal 
Every employe ild n mind 
at the 3 or 5 cents per hour currently 








negotiated is not the real cost of an 
SUB plan. It is just a deposit against 
a future contingency about which little 
can be predicted, except that the prin- 
ciple of supplementing state unemploy- 
ment compensation benefits has been 
established. The 5¢ an hour may well 
prove to be merely a token payment, as 
was the original 5¢ a ton paid into the 
United Mine Workers Welfare Fund, 
now just able to hold its own at 40¢ a 
ton and never sound in any actuarial 
sense, 

“While we must face the reality that 
many companies have been, and others 
will be, confronted with SUB demands, 
we should remember that there are 
fundamental objections to this form of 
benefit. Its widespread acceptance may 

iave far-reaching effects. Labor leaders 
have made it clear that their long-range 
objectives in this area are: 

(1) to socialize si i pg com- 
pensation by converting the present 


state systems into a pe uniform 
Federal system. 
(2) to eliminate experience rating, 


forcing the employers who offer stable 
employment to subsidize those who do 
not, and 

(3) to 


ployed equal 


provide pay for the 
to that for th 


unem- 
e employed. 


DIRECT 


A survey of 


MAIL 


direct mail practices of 


life insurance companies has been made 


by Life 


Association. 


Insurance Agency Management 


The report says that com- 
share of 


panies generally pay the major 





including 
sent. A ma- 
give free mailings 


cost of direct mail letters, 
any gifts which might be 
companies 
their new agents and about one-third 
1 occasional free mailings to estab- 
agents. 

mail |e 
basic training 
about two-thirds of the par- 
About one-half of 
the companies expect the agent to fol- 
] ip only the repliers to the 
direct mail Others urge the 
with some or all 


The use of direct tters is in- 


cluded in the courses or 
sc} 01s in 


icipating companies. 


original 


contact. 
agent to get in touch 


non-repliers, 


a A. Bennett, general insurance 
agent Toronto, Ont., for 25 years, has 
been roa to the Toronto Harbor 
Commission, 








Vice Melville P. 


> President 
Dickenson (left) accepts a special cita- 


Senior 


tion to Equitable Life Assurance So- 
ciety for the company’s outstanding 
record ot home office participation in 


the Payroll Savings Plan for regular 
purchase of Savings Bonds. The award 
was made by Donald W. Fraser, N. Y. 
State Director of the Treasury Depart- 
ment’s Savings Bond Division. 


* * * 


Fred H. Schlichting of the home office 
of Cravens, Dargan & Co. of Houston, 
Texas, has been elected president of 
the Houston Control of the Controllers 
Institute of America. He is assistant 
general manager of Cravens, Dargan & 
Co., in charge of the accounting, statisti- 
cal and premium budget departments 
and functions on the executive commit- 
tees of the Gulf Coast Investment Corp., 
and Western General Insurance Co. 


* * * 
Russell A. Bradiey of Ann Arbor, 
Mich. a past president of Michigan 


Association of Insurance Agents, has 
been named vice chairman in charge of 
solicitor training for the Ann Arbor 
United Fund campaign this fall. As- 
sisted by a team of eight to ten persons, 
Mr. Bradley will supervise the indoc- 
trination of 2,000 volunteers in the drive 
to raise funds for the various charitable, 
welfare and health agencies. This year 
the fund was reorganized to include 43 
agencies, rather than the former 11. 


* * * 


W. E. Gruber, manager, home office 
safety engineering department of Stand- 
ard Accident and Planet, was recently 
elected president of the Society of Tech- 
nical Safety Engineers, a group affiliated 
with the Engineering Society of Detroit. 


* * * 


John H. Walgren, who has been man- 
ager of the Kansas City, Mo., regional 
office of Allstate Insurance Co., has 
been promoted to automobile underwrit- 
ing director at the company’s home office 
in Skokie. Mr. Walgren joined Allstate 
in 1939 as a nunderwriter in the Chicago 
office. He became underwriting manager 
of the Pennsylvania office in 1941 and 
operating service manager of the home 
office in 1947, 

* » » 


Raymond M. Hill, Deputy Chief, Los 
Angeles City Fire Department, has been 
appointed chairman of the National Fire 
Protection Association’s committee on 
first aid fire rs Sern The commit- 
tee, reorganized under Chief Hill’s chair- 
mz inship, is responsible for the creation 
of NFPA standards on the selection, 
installation, and maintenance of fire ex- 
tinguishers. 


dent of the Brotherhood of St. 


Herbert F. Walton, vice president Aj). 
state Insurance Co. of Skokie, Ill, has 
been elected president of the Chicag 
Control of the Controllers Institute 
America. Graduate of Northwester 
University, he is a C.P.A grac luate oj 
School of Commerce, member of Ilinojs 
Society of C.P.A and Illinois Chamber 
of Commerce Federal Tax Com: nittee, 

* * * 


Dr. Norman B. Nelson, dean of thy 
College of Medicine at State Universit 
of Iowa, has been elected a directo: 
of Central Life Assurance Co., De 
Moines. 

k Ok Ok 


Sidney Salomon, Jr., of Salomon, Hap- 
negan, Portmoy & Associates, St. Louis 
general insurance agency, has been 
named honorary national finance chair 
man of the 1956 Democratic Senatorial 
campaign committee by United States 
Senator George Smathers of Florida 
One of this principal duties will be t 


organize fund-raising dinners through- 
out the country. Mr. Salomon, a former 
treasurer of the Democratic National 


was director in 1954 for th 
Senatorial campaign com- 
won majority control of 


Committee, 
Democratic 
mittee which 
the Senate. 
* * x 


M. B. (Bud) Buettner has been made 
production manager of Haldinger and 
Hayes, Inc., at the firm’s Los Angeles 
office. He began his insurance career 
with Northwest Casualty as an_under- 
writer and in 1947 joined Indemnity In- 
surance Co. of North America where 
after being superintendent of aviation, 
health and accident he was _ placed i 
charge of casualty production, special 
risks and servicing of downtown Les 
Angeles agents and brokers. In 1954 
he was appointed assistant manager. 

+ oe 


Dr. Harlan B. Miller, director of Insti- 
tute of Life Insurance’s Educational Di- 
vision, was featured recently on “Home, 
the nationwide television show, wh 
hostess is Arlene Francis. The ee 
was seen in New York City on WRCA- 
TV. It was carried nationally by 113 
television sales with a total audience 
potential of five million persons. Dr 
Miller acted as commentator for a series 
of dramatic vignettes of a mot! 
her two youngsters who were d 
teenage money problems and_financia. 
management. ‘The Institute of Life In- 
surance is active in the area of family 











financial planning, particularly in 
relation to life insurance. 
x * x 


yf United 


Edward J. Stuewe, controller « 





Life & Accident, has been elected secré- 
tary-treasurer of the Syracuse Contr 
of Controllers Institute of America 





controller of Fire 


Richard F. Tharp, 
man’s Fund Group, was made secret 
of the San Francisco Control 

* * * 

Keith B. Hook, assistant yunsel 
Connecticut Mutual Life, has been elect 
ed to the Hartford Board of E education 
He is a graduate of University of Mic 
igan with A.B. and LL.B. degrees. He 
joined the insurance inys | 
department in 1946 and is a1 
the Connecticut and Ohio Bar 
tions. 






Associa" 


In 1955 he was elected state pre 
Andres 


* * * 

George W. Beavers, Jr., chai 

the Board of Golden State Mu 

Insurance Co., Los Angeles, 

re-elected president of the Los 
City Housing Authority. 
> 


H. Parkhouse, assistant general mane 
ger of the head office of the Commerc 
Union in London and _ also assis 
general manager of the Union and 
tine insurance companies, has ree 
after 48 years of service. 
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Clubhouse of Swiss Re. in Zurich 


Swiss Reinsurance Co. is presently 
adding to its home office establishment 
on the shore of the Zurichsee a hz ind- 
some “clubhaus.” This is a modern one- 
story terrace-type structure which will 
contain dining facilities for the 500 em- 
ployes and also can be converted into 
an assembly room for lectures and so 
on, There is to be a pond on the ground 
floor, with a corresponding opening in 
the roof. Thus, those on the terrace 
above will be looking down at the pool 
in the al fresco season. At other times 
the pool will be glassed out. 

An attractive covered walk leads from 
the head office to the clubhouse and 
canteen. The dining accommodations in 
the main building are cramped. 

Many Swiss business establishments 
close from noon to 2 o'clock and the 
employes go home for mid-day meal. 

Zurich insurance workers are on the 
job from 7:30 in the morning until 5:30. 
However, Swiss Re., not having close 
daily contact with the public, need not 
conform its working day to the general 
habit. That company closes at 4:30 
o'clock, but gives only an hour for lunch 
with eating on the premises. 

On the opposite side of Swiss Re.’s 
head office the company has property on 
which it maintains six tennis courts in 
well-groomed style. These are rented to 
the public during week days, but are 
reserved for employes week-ends and 
after 5 o’clock. 


* * * 


Jet Repair Problem Creates New 
Aircraft Pool Idea 


Some of the problems confronting avi- 
ation underwriters as the jet planes 
enter commercial use are discussed by 
Alan B. Hunter, principal surveyor, Brit- 
ish Aviation Insurance Co. Ltd. He 
stresses replacement difficulties and loss 
of use. A new pool might be desirable. 
he thinks. Along that line he comments: 

“These repair problems are inevitably 
linked with ‘loss of use’ insurances 
which may well be more widely sought 
than at present. It is clear that to have 
one of these new $5,000,000 airliners out 
of service for long periods during re- 
Pairs will entail losses to the airline 
involving very large sums of money, 
possibly running into millions of dollars, 
and if this problem is to be insured at 
reasonable rates some solution must be 
found. In view of the large number of 
aircraft now ordered it seems desirable 
to consider creating a modest pool com- 
Prising one or more uncommitted air- 
craft which would be available to those 
tntortunate enough to suffer a loss of 
use problem. Such a pool could only be 
created by agreement between all the 
airlines and the manufacturers con- 
cerned, and to avoid the pool becoming 
4 non-revenue overhead, a joint organi- 
zation could perhaps be established to 
Control a limited series of short term 
“ases so that the aircraft could partly 
jus Stify their keep on the clear under- 




















standing that they be readily available 
in the event of trouble. 

“When called for against a loss of use 
commitment then, provided the charge 
showed a reasonable saving on what the 
loss of use claim would otherwise have 
been, a fairly stiff charge could be made 
by the controlling authority. 

“One of the difficulties of any scheme 
of this kind is that airplanes of an ap- 
parently similar type contain many dif- 
ferences in specification as between dif- 
ferent airlines, and it would, therefore, 
be necessary to establish for the pool 
airplane a basic specification which al- 
though falling short of requirements in 
some directions could nevertheless be 
regarded as an acceptable compromise 
by all. This would not be a simple prob- 
lem to resolve. If a pattern for such a 
project could be evolved it would, of 
course, be essential to order the neces- 
sary aircraft at once before the backlog 
of orders becomes too formidable. Those 
concerned may well say that it is simpler 
to insure against these loss of use prob- 
lems, but without some facility for mini- 
mizing loss of use such insurances can- 
not be expected to be cheap.” 


* * * 


Plan to Finance Agencies 


Bailey’s Insurance Management, Inc., 
Los Angeles, announces that it is au- 
thorized to arrange on behalf of some 
“board” and “non-board” insurers loans 
to producers using its trust management 
department and who contemplate the 
purchase of an agency and need finan- 
cial assistance for the purpose. Names 
of the insurers are to be withheld up 


to the point of final negotiation. Thomas 
F, Bailey is president of the Bailey or- 
ganization. 

In explaining procedure of this fi- 
nancing of agencies, Mr. Bailey said: 
“The initial step of Bailey’s is to inves- 
tigate the agency offered for sale, prepar- 
ing a report of the amount of premiums 
and commissions of the agency, verified 
with the companies with whom placed 
and confirming that selling agent holds 
title to the business. Then is gathered 
the number of transactions involved, 
average size transaction, number and na- 
ture of clients, prophecy of future busi- 
ness pursuits of the seller and suggested 
value of the agency. Next step is to 
prepare paralle] reports regarding the 
agent seeking the loan and then to sub- 
mit copies of both reports to those 
insurers most likely to be interested in 
the business involved following which 
an interview is arranged between the 
agent who seeks the loan and the com- 
panies willing to supply it. 

“Once the loan is made and the trust 
deed becomes operative, Bailey’s fur- 
nishes the agency Trust Winnsement 
Service as a part of the deal. This serv- 
ice includes furnishing the agency with 
a complete accounting department, that 
takes the place of all bookkeeping in 
the agency and makes it unnecessary 


that the agent employ a bookkeeper.” 


Clubhouse of the Swiss Reinsurance in Zurich. 











Hire Mercer and Johnson & Higgins 
(Canada) 


Canadian unions and railroads are 
studying social welfare plans. A union 
management committee, established in 
May to recommend a welfare plan, is 
scheduled to report back to the prime 
negotiating committee by November 1. 

Financial Post of Toronto asks these 
questions: “Who is to underwrite the 
plan? Private insurance companies? 
Canadian companies only? The so-called 
non-profit agencies ? These are the al- 
ternatives being examined. And the pos- 
sibility of the plan doing its own under- 
writing is also being discussed.” 

To help devise a suitable plan the 
railways have employed William M. 
Mercer Ltd., Toronto pension plan con- 
sultants as advisers. The unions have 
hired Johnson & Higgins (Canada) Ltd., 
Montreal consultants and insurance ad- 
visers 

ee 


May Sell Killarney Lakes 


The many insurance men 
visited the beautiful lakes of Killarney, 
Ireland, will be interested in hearing 
that more than 8,000 acres of the Killar- 
ney Estate, consisting of two of the three 
lakes and Ross Castle and Clena Moun- 
tain, are to be sold by their present 
owner, Mrs. Beatrice Grosvenor. The 
sale is necessitated by f 


who have 


reason of the 
heavy death duties due the Irish Govern- 
ment following the death of three Earls 
of Kenmere in 12 years. Says the Irish 
correspondent of The Policy-Holder 

“The public’s fear, of course, is that 
this beauty spot might be purchased and 
commercialized, and while this might not 
detract from its marvelous natural beau- 
ty there is the lurking thought in most 
people’s minds that commercialization 
might despoil one of the country’s great- 
est tourist attractions. Moves are on 
foot to devise a workable scheme to 
secure this estate for the nation, but it 
is yet too early to say whether these 
efforts will succeed.” 


* * * 
Commerce and Industry Association 


Commerce and Industry Association, 
Inc. of New York in its 59th annual re- 
port just published discusses the wide 
range of subjects it has under review 
in its endeavors to protect the trade 
and welfare of this city. President of the 
association is S. D. Leidesdorf. Its direc- 
tors include some of the principal figures 
in the business life of the city, including 
Clarence J. Myers, president of New 
York Life, who is also a vice president 
of the association. Names of these insur- 
ance men on its standing committees 
follow: 

Richard S. Terwilliger, 
adequate wiring. 


Prudential: 


Herbert L. Rhoades, Metropolitan 
Life: discrimination of unemployment. 

E. J. Gallagher, Metropolitan Life: 
clerical salary survey 

Otto L. Nelson, vice president, New 
York Life: housing 

William J. Barrett, secretary, Metro- 


politan Life, and Edward A. Robie, per- 





sonal director, Equitable Society: 
sonnel management, 

Chairman of the workmen’s compen- 
sation committee is Oliver T. Clayton, 
Esso Standard Oil Co. Other members 


per- 


of the committee include officers of 
lurner Construction Co., Socony Mobile 
Oil Co., R. H. Macy & Co., American 


Machine & Foundry Co., 
dustry Employers of New York State; 
Chase Manhattan Bank, General Motors 
Corp., General Electric Co., U. S. Truck- 
ing Corp., Sperry Gyroscope Co., General 
Foods Corp.; National Biscuit Co., Mc- 
Kesson & Robbins, Inc., Consolidated 
Edison Co. 

In its service department Commerce 


Building In- 


and Industry Association of New York 
has staff members available in furnish- 
ing information and advice on such 


business problems as world trade and 
transportation, property owners and real 
estate, public relations, Social Security, 
government affairs, industrial relations 
and personnel management. 

x * x 


Two Sparky Fire Books Published 
by the NFPA 


Two colorful instructional booklets on 
the history and properties of fire have 
just been published by the National Fire 
Protection Association. Their intended 
audience is the first three elementary 
grades and pre-schoolers. The booklets 
are the first of a series of five Sparky 
fire books. Each is 16 pages, four colors, 
and in comic format. 

300k No. 1, “Early 


traces the earliest 


Man and Fire,” 
history of fire. Book 
No. 2, “Man Learns More About Fire,” 
tells of the development of candles, 
matches and use of fire for the preser- 
vation of food. Future books in the 
series will describe the science of fire, 
the history of fire fighting up to the 
present, and the useful function of fire 
in today’s society. 

Samples of the books and quantity 
price schedules may be obtained from 
the NFPA Publications Department, 60 
Batterymarch Street, Boston. 

+ + + 


Minnesota Insurance Department 
Wins High Praise of Agents 


High praise for the Minnesota Insur- 
ance Department in looking after the 
interest of the public in the matter of 
insurance rates is contained in a state- 
ment issued this week by the Minnesota 
Association of Insurance Agents. The 
statement, widely circulated, was occa- 
sioned by the recent reduction in fire 
rates in Minnesota. 

“The watchdog of the entire insurance 
business in this state is the State Insur- 
ance Department,” the statement says. 
“The very fact that Minnesota has been 
in a favored position with regard to 
broader insurance forms at a constant 
lessening in premium cost should indi- 
cate that our Department and Commis- 


sioner Sheehan are performing an excel- 
lent public service. 
The agents’ association also. takes 


improvement in 
noted that “the 


credit for some of the 
rates and forms. It is 


(Continued on Page 36) 
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New Office Contents Form Offers 
Fine Sales Opportunities for Agents 


Daenzer, Security-Connecticut, Sees Simplified Rules, Rates 
and Forms Coming in Block Coverage; Standardized 
Industrial Property Form Should Emerge 


Bernard J. Daenser, vice president of 
the Security-Connecticut Companies — of 
New Haven, Conn., this week addressed 
the West Virginia Association of Insur- 
ance Agents on simplified block policies, 
with emphasis on the new office contents 
special form. His talk on this important 
subject follows in full: 

From the reaction of agents through 
out the United States, there can be no 
doubt about the absolute need for sim- 
plification in the whole block movement 
Millions and millions of dollars of pro- 
duction are being held up by complexity 
and confusion. 

No matter how 
products may be, they will stay in the 
supplv c abinets if the enthusiastic sales- 
manship of the agents is lacking. An 
agent just does not feel like creating 
the demand if the new product is so tied 
up with red tape that it is costly for 
the agent to handle and results in a 
which is unreasonably 


ingenious our new 


premium charge 
excessive for his client. 
Current Developments 

The insurance industry is very con- 
scious of the turmoil in agency ranks 
which stems from the very hectic be- 
ginnings of manuf: vcturers’ output, West 
Coast block, inland marine forms, legiti- 
mate and illegitimate, and, finally, mer- 
cantile block. They want to get on the 
right track and hit hard at this vast 
market for all-risk contracts. 

It would have been far better if we 
could have started out initially with a 
basic pattern of objectives in the com- 
mercial field: simplified forms for the 
small mercantile risks, reporting forms 
for the medium-sized risks and then 
tailored packages for the corporate 
giants. This worked out very well in 
the personal lines field with a set pat- 
tern of homeowner packages. The agents 
were able to do a terrific job of creative 
selling; the results this year have been 
really astounding, 

This fall there should be some definite 
improvements in the entire block pro- 
gram, Committees have been working 
diligently for many months on a sim- 
plified rating plan which will be much 
more attractive to the average mer- 
chant. As a result of experience in the 
field and the studies which have been 
made, rules and forms will be completely 
redrafted for both the non-reporting 
blocks and the reporting form blocks. 
A standardized industrial property form 
should emerge. 

A good example of the new simplicity 
is the office contents form which is now 
being filed in all jurisdictions. This is 
the only new development where all of 
the work has been completed and de- 
tailed information is available for our 
discussion. Lets take a good look at this 
new form and consider its sales possi- 
bilities. This may be the first key to 
unshackle that tremendous drive for 
selling the all risk concept in the com- 
mercial field. 

Office Contents Special Form 


First of all, the office contents form 
takes care of a large group of customers 
who were specifically excluded from the 


BERNARD J. 


mercantile block filing by Inter-Region: il. 


The mercantile block 


retail and wholesale 


stocks of merce 


risks which were 


service nature. 


handise 


tents of his office. 
Here is a contract 
cifically designed for 


vince yourself 


follow and then apply 


ciples to your 


found this very helpful rec ently in their 


on the 
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was disappointed to find that he could 
not buy a mercantile block on the con- 
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Nuclear Energy Assn. 
For Property Starts 


is QUALIFIED IN IN NEW YORK 
Under Direction of FIA Management 
NEPIA Has Capacity of Approximately 
$50,000,000 for Each Risk 


The Nuclear Energy Property Insur- 
ance Association (NEPIA), comprising 
approximately 155 capital stock property 
insurance companies, has been organ- 
ized for the purpose of providing ade- 
quate capacity to meet the property 
damage insurance requirements of com- 
mercial nuclear reactor plants and cer- 
tain related facilities in the United 
States of America, its territories and 
possessions. 

The association has been qualified as 
an underwriting and advisory organiza- 
tion in New York, and steps are being 
taken for qualification country-wide. 
Regulatory laws of the several states in 
their application to forms and_ rating 
plans will be complied with. All capital 
stock property insurance companies do- 
ing business in the United States were 
invited to participate and the commit- 
ments to date indicate a capacity of 
approximately $50,000,000 for each risk. 

Governing Committee 

The affairs and business of the asso- 
ciation are under the direction of a gov- 
erning committee, consisting of the fol- 
lowing members: Continental Insurance 
Co., Federal, Firemen’s of Newark, 





Office Contents Form 
Approved in New York 


The new “all risk” furniture and fix- 
ture form for office equipment, rec- 
ommended by the Inter-Regional Insur- 
ance Conference, became effective in 
New York State on Monday of this 
week. 

The annual premium shall be the 
total of the premiums for fire and ex- 
tended coverage endorsement, and_ all 
other perils developed as follows: (a) 
Fire and extended coverage: Compute 
the annual fire and extended coverage 
premiums for each item by applying the 
appropriate co-insurance contents rates 
to the total amount of insurance speci- 
fied for each item (if co-insurance rates 
are not provided, use no co-insurance or 
flat rates); (b) all other perils: Com- 
pute the annual premium for all other 
perils for each item by applying the 
following table of rates to the total 
amount of insurance specified for each 
item: 

Rates per $100 
(80%, or Higher, 
Co-insurance) 


Total Amount 
of Insurance 


At es eres), ( ( (a AS 
Next $20,000 eee aoe 10 
Next S50000 onccc ccc coe cue 05 
Over $75,000 Pee er ree 02 





Investigate how BABACO’S 











BOL 








— ALARM ‘SYSTEMS, 


UTA 


— 


pays for itself! 








"One-KeyControl” 


BURGLAR ALARM SYSTEM 
FOR PICKUP & DELIVERY TRUCKS 
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Not only protects your assured’s goods 
but also saves him gas and motor repairs too. 
Contact Babaco today for full particulars. 


723 WASHINGTON STREET * NEW YORK 14, N. Y. * WATKINS 9-8568 








Companies, Producers to 


Meet With Flood Ag gency 


Officials of the Housing and Home 
Finance Agency will meet with repre- 
sentatives of the property insurance 
companies and agents and brokers later 
this month to discuss administrati ion of 
the new Federal flood insurance pro- 
gram. 

The recently enacted law provides that 
the facilities of private insurance car- 
riers shall be utilized to the fullest ex- 
tent possible in making the insurance 
available and the President has called 
on the industry for its “full cooperation 
and active support,” Frank J. Meistrell, 
acting administrator of the HHFA 
pointed out. 

Representatives of company trade or- 
ganizations are due to meet with Mr, 
Meistrell in Washington Tuesday, Au- 
gust 21. A similar invitation is also 
being extended to the national organi- 
zations of agents and brokers in the 
property insurance field for August 23. 
A meeting, Mr. Meistrell said, with 
representatives of trade organizations in 
the financing field will be held soon. 





Hartford Fire, Home Insurance Co, 
Insurance Co. of North America, Royal 
Insurance Co., St. Paul Fire & Marine, 
Travelers Fire. 

Property insurance, including cover- 
age against radioactive contamination, 
will be available against the hazards 
arising out of or pertaining to nuclear 
installations designed for power, ex- 
perimental or testing purposes and op- 
erations or facilities related or incident 
thereto. 

Agents and brokers having insurance 
problems of this nature may address 
their inquiries to the Nuclear Energy 
Property Insurance Association, 85 John 
Street, New York 38, N. Y. F. D. Ross 
is general manager of NEPIA with W. 
H. Forristall assistant general manager. 

NEPIA will be able to supply the 
property insurance needs of such nu- 
clear installations with coverage spe- 
cifically tailored to meet all of the 
property damage insurance requirements 
of the industry. Under this program it 
is contemplated that separate fire and 
extended coverage, boiler and machin- 
ery, and inland marine transportation 
policies may be eliminated. NEPIA 
will not write third party liability cov- 
erage which, as to stock casualty com- 
panies, will be underwritten by the Nu- 
clear Energy Liability Insurance Asso- 
ciation. : 

NEPIA will also handle builder’s risk 
insurance on nuclear installations after 
nuclear hazards have been introduced 
Capacity limitations will not, however, 
make it possible to provide business in- 
terruption or extra expense coverage, at 
least at the present time. 

It is contemplated that individual 
companies will handle, through their 
regular operations, insurance require- 
ments of the users of radioactive 180 
topes such as hospitals, medical centers 
and research organizations, except 
where unusually large quantities of is0- 
topes are involved. 


Under Direction of FIA Management 


Although the day-to-day operations 0! 
the association will be under the direc- 
tion of the management of the Factory 
Insurance Association, NEPIA is a com- 
pletely separate organization. Full use 
will be made of the engineering and 
inspection facilities of the FIA in order 
to provide the same high degree of et 
gineering and loss prevention service 
that industry has come to expect 0 
capital stock company insurance protec: 
tion. In addition, engineers, specially 
trained in nuclear protection, will be 
available to assist producers and 1! 
sureds with special nuclear insurance 
problems. 

In cooperation with agents and bro- 
kers, NEPIA is currently working with 
the managements of several nuclear [a 
cilities now under construction in order 
to provide them with the specialized in- 
surance protection required by risks o 
this type. 
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Name Special Masters 
For “Doria” Claims 


PRE-TRIAL DEPOSITIONS 





Ultimate Liability of P. & I. Under- 
writers, and Subrogation Recovery, 
to Depend on Findings 





Until long after four special masters 

have taken pre-trial depositions on the 
sinking of the “Andrea Doria,” with 
the public hearings to start September 
19 in New York, with the ultimate 
purpose of establishing whether the 
Swedish American Line, or the Italian 
Line, or both, were responsible for the 
collision July 25 which resulted in the 
loss of the “Doria,” insurance under- 
writers will not know the extent of their 
losses beyond the millions already paid 
jor hull, cargo and personal effects 
losses. The third party li ibility claims, 
insured under protection and indemnity 
policies written in Italy and England, 
will not. be established until liability 
limits against both the “Doria” and the 
“Stockholm” have been fixed. 


Petition for Exoneration 


The Italian Line has filed a petition 
in Federal Court in New York seeking 
exoneration from liability for losses. It 
contends the “Stockholm” was respon- 
sible for the collision and the “Andrea 
Doria” blameless. Thirteen suits tot ling 
$2,055,252 for personal injuries and loss 
have been filed against the Italian Line. 

The line says the company’s actual 
interest in the Doria’s last voyage was 
about $400,000 consisting of $344,000 in 
passage money and pending freight 
earnings of $45,000. 

Limitation of liability is based on the 
tonnage of a vessel. The “Andrea Doria” 
was of 29,083 gross tons, and with $60 
a ton, the liability could amount to 
$1,800,000 if there is limitation of loss 
but not full exoneration from blame. 

While passengers are being paid per- 
sonal effects and jewelry losses now by 
insurance companies, those companies in 
turn, through subrogation, and unin- 
sured passengers who are bringing suits 
against the steamship lines for large 
amounts in some cases are not likely 
to recover more than a small percentage 
of the dollar claims. 

Each steamship line has accused the 
other of negligence in the operation of 
the two liners involved in the tragic 
collision, United States District Judge 
Lawrence E. Walsh has named the fol- 
lowing four prominent attorneys to 
Serve without pay as special masters: 

Louis M. Loeb, who is the presi- 
dent of the Association of the Bar of 
the City of New York; Mark W. Mac- 
lay, an admiralty lawyer; Benjamin A. 
Mattl thews, president of the New York 
County Lawyers Association; Simon H. 
Rifkind, former United States District 
Judge and a member of the Board of 
Higher Education. 
_The Swedish Line has asked for claim 
limitation of $3,904,233, stating that is 
what the “Stockholm” was worth. It 
will cost close to $1,000,000 to refit that 
liner, now being repaired at a drydock 
in Brooklyn. Whether the lines will be 
able to invoke limitations of $60 a ton 
remains to be determined. 

The Italian Line has not abandoned 
the “Doria” to marine underwriters, 
which gives rise to surmises that there 
May vet be some attempts at salvage 
°perations on the $29,000,000 liner which 
lies in 200 feet of water about 40 miles 
from Nantucket Light. 





Phoenix of London Names 


Leonard to Atlanta Office 


The Phoenix of London Group an- 
nounces appointment of W. Kyle Leon- 
ard as associate manager of the group’s 
Southeastern branch office at Atlanta. 
Mr. Leonard will be associated with 
Mario mn E. Bleakley, manager. 

Mr. Leonard, a native of Kentucky, 
Was for a number of years manager of 
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Fire and Extended Coverage Results for 1955 
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FIRE EXPERIENCE — 1955 
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“W”—based on written premiums 
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Net 
Premiums 
written 
(Countrywide) 


$1,731,004,467 
1,152,007,104 
1,160,397,854 
1,160,523,277 
1,160,603,969 


159,971,998 
167,586,819 
173,450,212 
181,596,662 
183,018,221 


98,223,843 
94,201,880 
92,407,855 
93,280,203 
86,846,653 
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4,085,748 
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4,980,717 
4,732,859 


7,539,007 
6,034,004 


81,591,862 
86,433,649 
87,377,803 
82,225,394 
87,671,676 


$277,331,955 
301,585,097 
322,604,667 
352,975,249 
404,752,046 


36,004,758 
41,610,370 
46,466,521 
53,697,819 
63,406,634 
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1,166,831 
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1,467,138 
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LOSS AND EXPENSE RATIOS 


UNDERWRITING RATIOS 
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Expense ratios include 
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Countrywide figures are on the 
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excluding reinsurance. 
on earned pre- 


ANALYSIS OF EXPENSES 
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sideration of Federal income tax. 
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the group’s operations in Michigan, and, 
more recently, assistant manager ot! the 


Western department at Chicago. 


Mr. 


Bleakley and 


Mr. Leonard 


will 


Sympathy is extendec 


direct the group’s expanded facilities for tional 


production, 


and Alabama. 


underwriting, claims, engi- 
neering and auditing services in Georgia 


Mathews, 


director of pr 


Association of In 


and editor of American 
in the death of his wife, 


long illness. She leaves 





J. R. Mathews Bereaved 


1 to James R. 
omotion of Na- 
surance Agents 


Agency Bulletin, 


Ruth, after a 
four children, 


PPF REVISIONS IN R. I. 
Revised rate loadings for the personal 
property floater have been approved in 
Rhode Island, the Inland Marine In- 
surance Bureau announces. The _ in- 
creases are approximately 25% and are 
effective September 1. 












































































Restates N. Y. Agents Opposition 


To Plans Of Deviating Companies 


C. Fred Ritter of Middletown, presi- 
dent of the New York State Association 


of Insurance Agents, emphasized the 


association position on deviating com- 
panies in a message to the members 
contained in the Empire State Agency 
Forum. The association took a stand 
at the May convention as being unal- 


{ 


terably opp sed LO 


such deviating plans. 





C. FRED RITTER 


This was recorded by means of a unani- 
mous resolution presented on the floor 
of the convention. 

Mr. Ritter’s statement is entitled “A 
Long Hard Look,” and he said: 

“Insurance agents all over the coun- 
try are having mental upsets because of 
the deviating practices and plans for 
automobile insurance offered by some of 
the companies at this time. 

“This, of course, is to meet the com- 
petition offered by the direct writers. 


The matter is the subject of discussion 
more often than not when insurance 
agents get together. There are some 
who believe that taking on such rep- 


resentation will be a good thing for 
them and will help them keep their au- 
tomobile business. 

“Let’s look into this real hard. Let’s 
consider a $100 premium at regular stock 
rates. If the lower priced company devi- 
ates by 20% your premium will be $80. 
A commission of 25% on the $100 means 
$25. Lifteen per cent appears to be 
the usual rate of commission for the 
deviating company. Therefore, the com- 
mission on the $80 is $12. This means 
you, the agent, have taken more than 
a 50% reduction in your commission. 

“The company selling for less has $80 
minus $12 or $68 left. The first arrange- 
ment, leaves the company $75 


C. R. Macgill Dies at 52 


if course, 





C. R. Macgill, 52, former manager of 
the southeastern department of Amer- 
ican Insurance Co., died recently at At- 
lanta, Ga., after a long illness. He had 


served with the American for 28 years, 
spending 14 years as special agent in 
North Carolina territory. 

When the American Atl: inta office was 
changed from a field to a service office in 
1953, Mr. Macgill was named manager 
with supervision over Florida, Georgia 
and Tennessee. In early 1956 he was 
named the first manager of the new 
southeastern department at a new and 
larger location in Atlanta. However, be- 
fore the department could move into its 
new quarters, Mr. Macgill asked to be 
relieved of his duties in May because of 
his health. 

Funeral services 
boro, N. C. 


were held in Greens- 





than the second. That is 
less. Looks as though the 
agent was taking the rap. I am _ sure 
many of you have seen some of your 
competitors having a rough time because 
their cut rate company was cancelling 
some of their good accounts’ auto poli- 
cies. I don’t believe it is denied that 
the cut rate approach wants the cream 
and will run if there is any trouble that 
develops. We have all seen that happen. 

“How long will our good and_ loyal 
friends, those companies playing it 
straight, stand for losing some of the 
better business before they notify the 
agents they are pulling out. 

“No, let’s be real hard headed on this 
and let’s appreciate we can’t have every- 
thing, 

“Let’s also pay attention to the ar- 
ticles currently appearing in the insur- 
ance press stating that the cut rate 
competition is lessening and let us pre- 
pare professionally to serve the people 
of our communities and let us expect a 
fair shake in the way of income for so 
doing. 

“Let’s say we are good and that we 
are worthwhile and then let’s prove that 
we are.” 


or $7 more 
about 10% 


N. C. ON RATE DEVIATIONS 


Commissioner Gold Disapproves Some 
Applications, Approves Others and 
is Studying Two More 
Carolina State Insurance Com- 
Gold announces he 


North 
missioner Charles F. 
is disapproving three applications for rate 
deviations; approving a dozen others, 
and continuing study of two more. 

His decisions followed a public hearing 
August 6, at which 17 companies ap- 
peared an effort to justify their re- 
quests for renewal of their deviations 
for another year. Another company, 
American Fire and Casualty of Orlando, 
Fla., withdrew its and said it 
could not justify it. 

Mr. Gold explained he rejected applica- 
tions from three companies because the 
testimony indicated their losses and ex- 
penses have exceeded their premiums. 
Rejected were applications for Nation- 
wide Mutual Fire of Columbus, Ohio, and 
State Farm Fire & Casualty of Bloom- 
ington, Ill, both for 10% deviations in 
fire and allied lines; and ‘Cambridge 


request 


Mutual Fire Co. of Cambridge, Mass., 
for a 20% deviation in fire and allied 
lines. 


Additional study is being given the 
request of Utica Fire Insurance Co. of 
Utica, N. Y., for a 15% deviation on fire 
and allied lines; and a request from 
Home Mutual Fire Co, of Binghamton, 
N. Y., for a 20% deviation on fire and ex- 
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tended coverage and a 15% deviation on 
auto physical damage. 

Deviations approv ed included: Alliance 
Assurance, 20% on auto physical dam- 
age; Allstate Insurance Co., 17.5% auto 
liability, 20% auto collision and 10% 
other auto physical damage hawdian 
Druggists’ Insurance Co., 20% fire and 
allied lines; Church Fire, 20% fire and 
allied lines; Nationwide Mutual, 20% 
auto liability and 25% auto physical dam- 
age. 

Government Employes Insurance Co., 
25% auto liability and 30% auto physi- 
cal damage; Harleysville Mutual Casual- 
ty Co., 10% auto liability, burglary and 
glass, and 15% general liability; Harleys- 
ville Mutual Insurance Co., 15% auto 
physical damage; N.C. Farm Bureau Mu- 
tual Insurance Co., 20% auto liability and 
25% auto physical damage; Reciprocal 
Exchange, 15% fire on bottling works; 
State Farm Mutual Auto Insurance Co.,, 
25% on auto liability and physical dam- 
age; and United Services Automobile As- 
sociation, 20% on auto lines. 








BUFFALO FIELD CONFERENCE 


Field Seminar Next Week, Under Direc- 
tion of President Ehre, to Cover New 
Coverages and Agency Management 
On August 19 field representatives of 

the Buffalo Insurance Company will 


register at the Buffalo Athletic Club, 
Buffalo, N. Y., for the company’s annual 
“Field Seminar.” The course of study 
will run the full week and will be at- 
tended by of the company’s field 
supervisors operating throughout the 
United States and Canada. 

The field seminar will be under the 
general direction of the company’s presi- 
dent, Victor T. Ehre. The courses will 
be conducted by members of the home 
office staff as well as by outside special- 
ists. There will be underwriting courses, 
workshop sessions, special discussions to 
fully inform the participants of new 
developments and to contribute to their 
skill and effectiveness in the successful 
planning and profitable administration 0! 
territories. 

In an effort to make its fieldmen as 
useful as possible to the companys 
agents, a large share of the seminar will 
be devoted to all phases of agency man- 
agement. The course will cover new de- 
velopments in coverages, forms. and 
rating procedures in the fields of fire, 
casualty, inland marine and all of the 
multi-peril contracts. Attention will be 
given to premium financing, collections 
and planned payment selling. Finally 
the seminar will dedicate itself to, the 
subject of production, sales, advertising 
and public relations. 





Homeowners’ Visual Aids 

Fireman’s Fund Insurance Group has 
prepared two visual aid charts to help 
insurance buyers answer the qu :estion 
as to which homeowners policy is best 
suited to their needs and pocketbo \0ks. 

One chart compares the perils cov- 
ered under the Homeowners A, BP ane 
with those covered by the ins ured’s 
current property and liability prot ection. 
The other compares the amount ot 
insurance and the single premium 10° 
the three homeowners policies with the 
amounts and rates for the ins sured’s 
present coverage. 
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GRADUATED RATES IN TEXAS 





New Factors Call for Flat Rates for 
Dwellings, Key Rates in 10 Groups 
and New Contents’ Classification 
New factors to be taken into account 
in determining graduated rates on dwell- 
ings, based on the amount of insurance 
in force, have been offered by Com- 
missioner Mark Wentz for the Texas 
Board of Insurance ‘Commissioners, 
which has approved the new rating pro- 

gram in principle. 

The new factors, as outlined briefly 
by Mr. Wentz, call for a system of 
flat rates for dwellings, the bracketing 
of all key rates into ten groups, and 
for making a new classification covering 
the contents of dwellings. In his state- 
ment at a hearing in Austin, Mr. Wentz 
suggested August 15 as a target date to 
work out “all problems in connection 
with the new schedule,” but the con- 
sensus was that 60 days or more would 
be reauired to reach that goal. 

Rate technicians in company and agen- 
cy ranks are to assist the Department’s 
staff in drafting the new schedule. In 
this connection the Texas Insurance Ad- 
visory Association, speaking for mem- 
ber companies, has asked the ‘board 
to abide by three fundamentals in pro- 
mulgating its rates: Continuance of the 
present fire rating formula, the principle 
of adiusting earned premiums to current 
rate levels, and that the rates produce 
the same amount of premiums as the 
present formula of 51% for losses and 
49% for expenses, including profit and 
contingencies. 

Spokesmen for the Texas Association 
of Insurance Agents urged the board 
to set up a uniform statewide rate for 
extended coverage and to provide a 
statewide $50 deductible, which would 
be optional in inland territory. Company 
spokesmen announced that briefs would 
he filed opposing the two agency pro- 
posals. 


ALLIED ADJUSTERS EXPANDS 








Mark R. Decker Sons of New Jersey 
Affiliated; Briner Joins as Executive 
Adjuster in New Jersey 

Allied Adjusters, Inc., of Baltimore 
announces that Mark R. Decker Sons, 
adjusting firm of New Jersey, has be- 
come associated with the organization. 
Mark R. Decker Sons was founded over 
30 years ago by the late Mark R. Decker, 
a well known fire insurance adjuster in 
the New York City and New Jersey 
areas, and since 1948 the business has 
been carried on by his sons, Mark R. 
Decker, Jr. and Thomas J. Decker, oper- 
ating a multiple line of adjusting organi- 
zation with fully staffed offices at New- 
ark and New Brunswick, N. J. Hence- 
forth operations will be carried on under 
the name of Allied Adjusters, Inc. 

Mark R. Decker, Jr. will be manager 
at the New Brunswick location, 296 
George Street, and Thomas J. Decker 
will manage the operation at the New- 
ark office, 114 Branford Place. On or 
about September 1 the Newark operation 
will be moved to larger quarters at 60 
Park Place. 

Drew C. Briner, for over 27 years 
associated with the general adjustment 
bureau and in recent years general 
adjuster for northern New Jersey for 
that organization, is mow connected 
with Allied Adjusters, Inc. as executive 
adjuster, handling and supervising fire 
and allied lines losses over the entire 
state of New Jersey. Mr. Briner will 
make his headquarters at Newark. 

. This expansion will enable Allied Ad- 
justers to render a complete multiple 
line service to company clients in the 
northern and central sections of New 
Jersey and extends already established 
facilities in Delaware, Maryland, Vir- 
ginia, West Virginia, District of Colum- 
bia and Ohio. John D. C. Roane is 
President of the organization. Philip M. 
sYinchester recently joined Allied Ad- 
justers as a vice president after resign- 


ing trom the General Adjustment Bu- 
Teau 

MICHIGAN F. & M. DIRECTOR 
A .,K. Kirk, president of Standard 
‘““Ccident and Planet, was recently 





elected a director of the Michigan Fire 
Marine, 
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for a better 
understanding... 


this advertisement appears in color in: 


BUSINESS WEEK—Sept. 8; NEWSWEEK—Sept. 17; 

TIME—Sept. 17; U. S. NEWS & WORLD REPORT—Sept. 28; 
NATION'S BUSINESS—October; TOWN JOURNAL—October; 
AMERICAN HOME—October; BETTER HOMES & GARDENS—October. 








Added Speakers for 
NAIA Adv. Workshop 





TO ANNOUNCE SLOGAN WINNER 


Program Now Includes News Com- 
mentator Blair, DeRoner, Westervelt 


and Jerry Davis of ANPA 





Frank Blair, news commentator, on 
Dave Garroways “Today” TV show, will 
be ene of the featured speakers at the 
advertising workshop session scheduled 
for NAIA’s 60th annual convention at 
the Waldorf-Astoria Hotel, New York, 
September 17-19, 

NAIA President Kenneth 
announcing Mr. Blair’s participation on 
this session, titled “Selling the Local 
Agent and His Services Through Adver- 
tising and Public Relations,” points out 
that Mr. Blair interviewed him on Dave 
Garroway’s TV program on June 1. A 
kinescope showing of Mr. Ross’ appear- 
ance on TV will precede Mr. Blair on 
the program. 

Other featured speakers for this ses- 
sion, of which Past President John C. 
Stott is to be coordinator, include Hal- 
sey Barrett, TV Bureau of Advertising, 
who will discuss the role of television 
in the local agent’s advertising plans, 
and Sherril Taylor, Radio Bureau of 
Advertising, who will emphasize how 
important radio advertising is to the 
local independent agent. 


Ross, in 


Sydney A. DeRoner on Program 

How local agents associations can ad- 
vertise effectively in newspapers will be 
explained by Sydney A. DeRoner of 
Newark, executive committee chairman 
of Essex County (N. J.) Association of 
Insurance Agents, whose group recently 
won the top advertising award of the 
Insurance Advertising Conference. 

As previously announced a_ factual 
presentation on the newspaper in the 
agents advertising plans will be handled 
by Jerry Davidson, Bureau of Advertis- 
ing, ANPA. 

In addition, Frederick W. Westervelt, 
Jr. publications manager, National 
Board of Fire Underwriters, will ex- 
plain the board’s plans for the fall and 
winter advertising program designed to 
highlight the local independent agent’s 
part in the economy. 

As a wrap-up on this workshop ses- 
sion, Mr. Stott will announce the win- 
ners of the recently completed $1,500 
slogan and emblem contest sponsored 
by the NAIA to more properly spotlight 
the unique role of the independent 
agent. 


Independent Adjusters to 
Meet at Palm Springs 


The National Association of Independ- 
ent Insurance Adjusters has_ selected 
Palm Springs, Calif. for its 1957 conven- 
tion. Arrangements have been made to 
take over the entire facilities of the Fl 
Mirador Hotel in Palm Springs’ for 
members and guests who will attend the 
convention on May 6, 7 and 8. 

The three day convention will feature 
speakers prominent in the insurance in- 
dustry. In addition to business meetings 
an interesting program for entertainment 
of members and guests has been well 
advanced. 

The program for the convention is 
being developed by Ralph G. McCallum, 
general manager of the association. 
Arthur E. Campbell of Seattle, presi- 
dent of the association, will preside at the 
convention. 





GODDARD AETNA SPECIAL 
Appointment of John R. Goddard II 
as a special agent for the Aetna Insur- 
ance Group in Texas is announced. 
Mr. Goddard will make his headquarters 
in the Dallas office where he will be as- 
sociated with Manager R. H. Helvenston 

and his staff. He succeeds Earl 
Stevens, recently promoted to state agent 
at Corpus Christi. Mr. Goddard is a na- 
tive of Oklahama but has spent most of 
his life in Texas, 
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W.FE. Ittmer Marks 80 Years; Builds 
His Agency On A Solid Foundation 
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REVIEW CLASS SEPT. 6 

A review class for students plar 
to take the New York State br 
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N. Y. Agents Confer on 
1957 Legislative Plans 
ALSO MEET WITH SUPT. HOLZ 
New York Depart Will Again Hold 


Hearings at Which Interested Parties 
Can State Their Views 
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met in New to develop pre- 


limunary legislative pro- 
The dele- 
Fred 


Douglass of 


gram to be adopted for 1957. 


gation, headed by President C. 


Ritter, included Robert B. 
chairman of the legislative 
committee; R. E. Thompson of Valley 
Stream, chairman of the casualty com- 
mittee; George Kramer, Jr. of Williston 
Park, president of the Suburban New 
York Association of Insurance Agents 
who represented the automobile dealer 
competition committee of the State As- 
sociation; Arthur L. Schwab, state na- 
tional director and public relations 
chairman, and John G, Mayer, executive 
secretary, 

At an —s conference with Su 
perintendent of Insurance Leffert Holz, 
he stated ne legislative hearings simi- 
lar to those held last vear would be 
called in the near future and that all 
interested associations, groups, compa- 
nies and individuals would be invited to 
pr posed or desi red 


Potsdam, 


state their views on 
legislation 

Among subjects discussed by the New 
York State leaders were problems cre- 
ated by the sale of physical damage 
insurance by unlicensed automobile deal- 
agents’ licensing 
aws) which permit unlicensed 
persons to. solicit) insurance, and the 
status of the unearned premium reserve 
of companies in liquidation. 

President Ritter stated that the com- 
ser legislative program of the 
ciation would be announced soon. 


ers: loopholes in the 
l hi legally 


asso- 


Catastrophe Committee Set 
Up by D. of C. Agents Assn. 


\ special catastrophe committee has 
been established by the District of Co- 
lumbia Association of Insurance Agents 
to work with the National Board of 
Fire Underwriters and other industry 
organizations in coordinating adjustment 





Life Opportunities 


(Continued from Page 3) 


A week or so after the death, the 
client’s wife called the broker and de- 
manded to know why this situation had 
been allowed to exist. “You were sup- 
posed to be ~ insurance adviser,” she 
said. “Why idn’t you tell him he 
needed more fife insurance? He was 
loyal to you—but you've failed him.” 

Many brokers would agree with all 
I've said so far, but still balk at selling 
life insurance because, 


to them, it looks 
aggeringly complicated. 

t is not nearly as complex as many 
brokers think, however. And for an ex- 
ra $10,000 of income a vear, most sen- 
sible men would be willing to put in a 
little extra time for learning. 

In any case, there are experienced 
agencies standing 





by to light the way 
for the general insurance broker new to 
the field. All the broker need do is go 
agency that has been handling 
business, or to any 





1eral insurance 
ency that maintains a life department. 
1e agency will do all - its power to 
help the broker get established in the 


1 


new field—for after all, it is to the 
agency’s advantage to do so. The broker 
\\ be invited to consider the agency’s 
tment his own life department. 
With the agency behind him, the gen- 
insurance broker need spend very 
effort to earn quite hand- 
extra income. That added $10,000 
is there for the taking. Why let it drift 
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NEW YORK « JAMAICA 


132 Nassau St. 148-15 Archer Ave. 


INSURANCE COURSE 


Three Nights a Week Class 
Starts Monday, Sept. 10, for 
Broker's & Agent’s Exam. on Dec. 20, 1956 


Two Nights a Week Class 
Starts Tuesday, Sept. 11, for 
Broker's & Agent's Exam. on Mar. 21, 1957 


NOTARY Pusuic COURSE 


Starts Tuesday, Sept. 11 
for Examination on Oct. 2, 1956 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Write, phone or call for Booklet 


INSTITUTE OF 
Pp) HS INSURANCE 
132 Nassau es 
New York 38, N. Y. 
Near City hall 
COrtlandt 7-7318 


HERBERT J. POHS, Founder-Director 


























of claims and expediting their 
in the wake ot hurricanes or oth 
asters, 

DCATA President 
ray, Ir. said the 
headed by Immediate Past Presi 
Herbert M. Pasewalk, with tw 
past presidents, Victor O. Schi f 
and William A. d’Espard, as key assis- 
tants. 

Mr. d’Espard, meanwhile, ha 
named chairman of the Wash 
Metropolitan Loss Conference, 
posed of the DCAIA catastrophe com- 
mittee, representatives of stock insur- 
ance agents’ associations in 
Maryland and Virginia, and com] 
organizations. 

This group will work sania in Co- 
ordinating industry efforts throughout 
the Washington metropolitan area 
event of catastrophe. 





Joseph L. B 
new unit would 





























-_ 
In our 51st year 


JOSEPH 
GOLUB 


AGENCY 


* 


INSURANCE 
UNDERWRITERS | 
130 WILLIAM ST., NEW YORK 38 

BEekman 3-5650 


Serving Our Brokers for 








=a 





over Half a Century 





—$_<_—_ 











































































Pous INSTITUTE OF INSURANCE 


Specializing inthe Leaching of 5 a Qoeab Ostale 


132 NASSAU STREET 








SCHOOL APPROVED BY 


m INSURANCE COURSE APPROVED BY 
NEW YORK STATE DEPARTMENT OF EDUCATION NEw YorxK 7, N. Y. 


NEW YORK STATE INSURANCE DEPARTMENT 


CORTLANDT 7-7318 


TEACHING IS OUR BUSINESS 


AN OPEN LETTER TO THE 
INSURANCE INDUSTRY 


The other day an insurance executive friend went out of his way to congratulate me on an adver- 
tisement which appeared in most New York daily papers on July 30th. He said that aside from the 
dignity of the presentation, the ad was also indicative of the fine results achieved by Pohs Institute 
of Insurance. “You ought to keep telling your story to the business,” he said. 


Well, actually, we have told you our story many times and the proof is that more than 65% of 
our student body, year in and year out, comes through the recommendation of company executives, 
agents, brokers and former students. Our friends have found that teaching insurance and related 


subjects has been our all-embracing interest since the founding of Pohs Institute. That’s why our 
students fare so well. 


For example, in 1954 and 1955 more Pohs graduates passed the State examinations for insurance 
brokers than the graduates of all other schools in the State of New York combined. This record 
has been consistently high because it stems from the fact that the school has adhered to sound 
teaching principles and has avoided entanglements favoring any company, agency or method of 
doing business—stock or mutual. 


When students leave this school upon the completion of the course, they not only have a sound 
foundation in insurance contracts and insurance law, but also a firm understanding that the process 
of becoming an insurance producer is never ending and that to serve the insuring public properly 
is an exacting task calling for the highest standards of performance and integrity. 


This knowledge and understanding is inculcated in the students by an experienced and devoted 
faculty of 17 practical insurance men and attorneys who in all but one case represent different com- 
panies or agencies. In addition I personally supervise the courses and not only is my door always 
open to the students, but I regularly discuss the work and the class activities with them. 


We are now accepting registrations for September classes in insurance at both our New York and 
Queens schools. The three nights a week class starts Monday, September 10th for the Broker’s & 
Agent’s examination on December 20th, 1956. The two nights a week class starts Tuesday, Septem- 
ber 11th, for the Broker’s & Agent’s examination on March 21st, 1957. 


ONE CAUTION — as our classes are usually filled prior to opening night, we urge you to register 
early to avoid disappointment. There is no problem in parking near either of our schools after 
6 p.m. in New York or Queens. 


We pledge to offer, as always, the ultimate in training and comfort as America’s largest and foremost 
insurance brokerage school. 


Sincerely, 


Pohs Institute of Insurance 


he 


Herbert J. Pohs 


Founder-Director 
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New Jersey Agents 
Pian Annual Convention 





se as | 


Thomas Studios 


ALAN H. MILLER 


The New Jersey Association of Insur- 
ance Agents announces that its 1956 
annual convention at the Hotel Tray- 
more in Atlantic City will open on Mon- 
day morning, September 10, at 10 a.m. 
with reports of President John S. Sheiry, 
State National Director H. Earl Munz 
and other officers and committee chair- 
men. Following a buffet luncheon there 
will be an advertising and public rela- 
tions panel. Colonel Frank Begley will 
close the afternoon session with a talk 
on the United Nations at work. There 
will be a dinner dance that evening. 

On Tuesday, September 11, the morn- 
ing session will feature discussion on 
steam boiler insurance and a panel dis- 
cussion on Mercantile Block and Home- 
owners “C” coverage. Vice President 
Robert Battles, Los Angeles, of the Na- 
tional Association of Insurance Agents 
will be the luncheon speaker preceding 
the final session. Adjournment is sched- 
uled for 3:15 p.m. 

Alan H. Miller, convention chairman, 
states that the convention program will 
stress education of the local agent. 

NATIONAL UNION DIVIDEND 

Directors of National Union Fire, 
parent company of National Union In- 
demnity and Birmingham Fire, have 
declared a cash dividend of 50 cents 
per share on the capital stock, payable 
September 26, 1956 to stockholders of 
record September 5, 1956. 


Dacazer On Contents 


(Continued from Page 24) 


town or city is sizeable: accounting 
firms, advertising agencies, travel agen- 
cies, architects, consulting engineers, 
investment houses, law firms, real estate 
offices, employment agencies, adjusters, 
investigators, manufacturers’ agents, 
telephone answering and _ secretarial 
services, associations, chambers of com- 
merce, labor organizations and all of 
the social service organizations. 

The yellow pages of the telephone 
book have long lists under most of these 
categories. Someone in your office may 
quickly make up a complete list of pros- 
pects from your own accounts and the 
“vellow pages.” 

You will find many other types of 
offices than those just mentioned. Keep 
in mind two things: 1. Offices of physi- 
cians, surgeons, dentists and clinics are 
covered under the inland marine form 
which includes furniture and fixtures as 
well as professional equipment. 2. Of- 
fices in the same fire division with a 
mercantile or manufacturing firm would 
be covered under the mercantile block 
or possibly under the new _ industrial 


property policy when that is ready. 
Property Covered 


In addition to the contents on the 
premises which include liability for the 
property of others and tenant’s im- 
provements and betterments, there are 
five important extensions: 

1. There is a 10% extension away, 
with a maximum of $10,000. This should 
be more than adequate for the type of 
risk involved and this formula keeps 
the cost down. 

2. This is quite an innovation—$250 
on money and stamps for burglary or 
robbery on the premises. 


3. There is a 5% extension to per- 
sonal effects of the insured or others 
for fire and EC on the premises. 


4. Debris removal is covered. 
5. Damage by thieves to the building 
or equipment is added. 


Property Excluded 
kinds of 


There are five property 
which are excluded: 

1, Merchandise for manufacture, stor- 
age or sale and salesmen’s samples. 
(The risks would logically then be mer- 
cantile blocks.) 

2. Valuable papers and records for 
loss in excess of the blank forms and 
the cost of transcribing. (You would 
still need a valuable papers policy and 
the accounts receivable policy for con- 
sequential loss.) 

3. Money and stamps except for the 
$250 for burglary and robbery and the 
usual exclusion about bullion, notes, 
securities, deeds and so forth. (For more 
coverage, money and _ securities broad 
form would be best.) 

There is a steam boiler and ma- 
chinery exclusion. (This is fairly remote 
since the steam boiler would have to be 
an improvement or betterment and ma- 
chinery would imply a different occu- 
pancy. Actual damage to other property 
by the steamboiler is, of course, cov- 
ered.) 

5. Neon or automatic or mechanical 
electric signs except for fire and EC 
perils. (For broader coverage, the neon 
sign floater at a high rate would be 
needed.) 


Perils Covered 


The contract is all risk. Here again is 
that same job which the agent had to 
perform a number of years ago in sell- 
ing comprehensive liability. The term 
all risk just like comprehensive means 
nothing in the abstract. Mentally, the 
office client must see the flames, hear 
the burglars breaking into the premises, 
feel the effect of the explosion, think 
of the consequences of a broken water 
pipe. Throughout the whole block pro- 
gram there is a need to organize a sales 


approach which sells the all-risk con- 
cept in a positive way. 

The client must understand that what 
he has had in the past was named peril 
protection. He had to pick his cause of 
loss. Yet it makes no difference how his 
property is destroyed if the same 
amount is gone. He needs all risk. 

The office contents form goes far be- 
vond ordinary fire, EC and open stock. 
You may have as a cause of loss such 
things as vandalism, collapse, falling 
trees, ruptured heating systems, sprin- 
kler leakage, animal, bird or insect 
damage, sandblasting, fall of fixtures or 
equipment and fal] of ceiling. You may 
have all sorts of weird losses which are 
completely unpredictable. For example, 
on the West Coast under a block, paint 
spray entered the building through an 
air conditioning system and_ seriously 
damaged the contents of the building 
with minute paint particles. 

Hidden in the phrase all risk is the 
full theft cover which includes burglary, 
holdup, robbery, etc. There is no need 
to prove forcible entry. Theft is covered 
away from the premises under the 10% 
extension, Unattended vehicles must be 
locked or a compartment locked for 
such property to be covered. Keep in 
mind that there is the added feature 
of $250 on money and stamps for the 
named perils of burglary and robbery 
on the premises only. 

Hammer home the point that under 
all risk the damage is covered unless 
the company can find an applicable ex- 
clusion. Under his old contracts, the 
“office” client had to show which named 
peril applied to the loss. Here he merely 
presents the fortuitous event. This 
makes a big difference in burden of 
proof. 


Perils That Are Excluded 


The following perils are excluded: 

1. Flood and earthquake except in 
transit or for the ensuing loss from 
fire, explosion or smoke. 

2. Basement seepage 
sources. 

3. Inventory shortage or mysterious 
disappearance. 

4. Change in flavor, odor, color, tex- 
ture, finish; evaporation, shrinkage; 
dampness or dryness of atmosphere; 
freezing; extremes of temperature; cor- 
rosion; contamination; 
scratching; gas or smoke from agri- 
cultural or industrial operations; smog; 
latent defect; mechanical breakdown, 
moths, vermin, inherent vice, wear and 
tear—unless these things result from 
physical damage to property by a peril 
not otherwise excluded. (Thus, a change 
in color, texture, finish which results 
from water damage due to a burst pipe 
would naturally be covered.) 
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5. Property worked upon as to logs 
resulting from such work. 

6. Property in an unattended vehicle 
unless forcible entry is proven. 

7. Breakage of fragile articles and 
exposure to light of photographic mate. 
rials unless caused by fire, EC, V & 
MM, water damage as covered, collision, 
burglary, robbery. 

8. Electrical appliances as to loss by 
artificial electrical current—except that 
ensuing loss is covered. 

9. Fraudulent tricks or dishonesty by 
the insured or employes. ; 

10. Delay, loss of market or use, busi- 
ness interruption, consequential loss. 

11. Acts of civil authorities except 
those to stop the spread of fires 

12. The usual war and_ radioactive 
contamination clauses. 

There is a $50 deductible per occur- 
rence for all perils except fire, EC 
V & MM, sprinkler leakage, burglary, 
robbery, collision. There is a minimum 
requirement of 80% coinsurance. 


Simple Rate Calculation 


After all of the block complexities, 
the office contents formula is certainly 
a simple one. You merely add a loading 
to the fire and EC premiums at the 
appropriate coinsurance rates. 


PArSt ROVOUO) das atsrerectsee sleas 15 per $100 
Next ese0 000! soni. inde einer 10 per $100 
PNP ee ¢ tes), (0. ee 05 per $100 
Overs SOOO: scsi oes nioswstnen 02 per $100 


There is no special loading for the 
theft cover nor any complicated for- 
mula for the transit exposure. You can 
quote your premium immediately to the 
prospect. 

The minimum is $25 regardless of 
term and applies to each separate pay- 
ment if installments are used. The 
maximum term is three years. It may 
not be written on a reporting form 
basis. The premium credit endorsement 
may not be attached. 

There is no red tape. You just attach 
the form to the standard fire policy and 
send the daily through as usual. 


Plan Your Attack 


Be the first in your area to hit “office” 
accounts with this new product. You 
will prevent the loss of good insureds 
to competitors and gain many new valu- 
able accounts. It can be the opening 
wedge to pick up the automobile, com- 
pensation and liability, bonds, personal 
insurances, life insurance. The types o! 
prospects mentioned earlier—such as ac- 
counting firms, law firms, architects, 
stock brokers, consulting engineers, real 
estate firms, etc., are usually high cali- 
bre insureds and make excellent clients. 

After someone in your office has gone 
through the local “yellow pages” and 
your existing accounts, send a brief let- 
ter to the prospects which stresses the 
fact that this is a completely new con- 
tract specially designed for them. Sell 
the idea of the broader protection in an 
all risk contract. Tell them that it 1s @ 
bargain. Tell them that you will be in 
touch with them in a few days or they 
can call you immediately at such and 
such a number. ; 

The follow up is, of course, again 
essential. Send your letters in con- 
trolled amounts so that you have the 
time to follow each one systematically. 
In presenting the coverage, pick the 
most salient points. A few major ad 
vantages are better than the fine details. 
Make your presentation vivid by exam- 
ples. This should be a quick sale. Any 
account which has had open stock bur- 


glary insurance before is a natural. 
You can quote and close the sale 
promptly. 


In your plan of attack, however, be- 
fore you do any of these things men 
tioned, buy an office contents all risk 
contract for yourself. You have seen all 
of the advantages and the very best low 
cost. A man in your position should not 
be without the newest and the best: 
Don’t be embarrassed by that question 
at the club—as happened to some agents 
in the Homeowner campaigns. Be your 
first customer. Then you can start youl 
“office” campaign. 








An 


The 
Syndic 
n Jul 
apacit 
grown 
5 sul 
vriting 
is NOW 





p inte 
{ its 
suranc 
can Fl 
i Wi 
minist: 
minist 
time 

{ sur 
ests 
gested 
perat 
sugges 











lation: 
and 1 
perien 
found: 
“All 
scribe 
perat 
power 
meets 
doard 
more 
doard 
pany, 
a thre 
meetis 
oard 
“Th 
the h 






the b 








loss by 
nt that 


sty by 


e, busi- 


OSS, 
except 


oactive 


occur- 
e, EC 
irglary, 
nimum 


exities, 
rtainly 
loading 
at the 


er $100 
er $100 
er $100 
er $100 


or the 
d_ for- 
ou can 
to the 


ess of 
e pay- 
The 
t may 
form 
cement 


attach 
cy and 


‘office” 

You 
sureds 
7 valu- 
pening 
, com- 
‘rsonal 
pes of 
as ac- 
itects, 
s, real 
1 cali- 
-lients. 
; gone 
” and 
ef let- 
es the 
y con- 

Sell 
in an 
t is a 
be in 
r they 
h and 


again 
con- 
‘e the 
ically. 
k the 
ir ad- 
etails. 
exam- 
Any 
- bur- 
tural. 

sale 


r, be- 
men- 
| risk 











jugust 17, 1956 





ETO ST 
[Automobitey 














The American Marine Hull] Insurance 
Syndicate, which commenced operations 
on July 1, 1920, with an underwriting 
apacity of $2,500,000, and which has 
sown to the point today where it has 
. subscribing companies with under- 
writing capacity of $7,000,000 per vessel, 
is now ope rating under its new name— 

‘he American Hull] Insurance Syndicate. 

Member companies of the Syndicate 
iave received in the past few weeks 
sopies of a booklet, “Serving the World’s 
Ship Owners,” which describes in hu- 
man interest fashion the history, com- 
sosition and purposes of the organiza- 
ion, It is presented with the compli- 
ments of Clifford G. Cornwell, manager 
ad senior underwriter. 

In the opening paragraphs it is 
sointed out that for the first 25 years 
if its existence the American Hull] In- 

urance Syndicate insured only Ameri- 

“an Flag vessels. Shortly before the end 
World War II, Admiral Land, ad- 
istrator of the War Shipping Ad- 
ministration and chairman of the Mari- 
time Commission, foreseeing the sale 
{ surplus American tonnage to inter- 
ets outside the United States, sug- 
gested the expansion of the Syndicate’s 
perations to include foreign hulls. His 
siggestion was made effective April, 
1945, 

Further excerpts from the booklet are 
given as follows: 

Syndicate Membership 


“Membership in the Syndicate is di- 
vided between —— companies and 
‘admitted’ companies. A ‘domestic’ com- 
pany is one organized and chartered un- 
ler the laws of the United States, and 
wned, domiciled and controlled therein. 
On the other hand, an ‘admitted’ com- 
pany is a company organized under the 
laws of a foreign state or country and 
thorized and licensed to operate 
within the United States. The term also 
includes United States subsidiaries of 
mpanies chartered abroad. 

“Membership in the Syndicate auto- 
matically obligates the members to sub- 
ibe to and be controlled by the Syn- 
cate’s articles of agreement and regu- 
lations. The articles are broad in scope 
and represent the codification of ex- 
perience gained since the Syndicate’s 
founding in 1920, 

“All authority stems from the sub- 
‘ribers who, in order to facilitate the 
eration of the Syndicate, delegate 
bower to a board of managers which 
meets monthly. Membership on_ the 
doard is limited to not less than 15 nor 
more than 24, and a member of the 
doard must be an executive of his com- 
pany. Membership on the board is for 
‘three-year term, and at each annual 
neeting of subscribers one-third of the 
oard’s members are elected to office. 

e affairs of the Syndicate are in 
‘te hands of the manager, who is a 
il ‘time executive deriving his powers 
z The manager is the 














tom the board. 
“or underwriter and also chairman of 
he board. 


Underwriting Modus Operandi 


~ in the actual underwriting of the 
Syndicate the mz anager, representing the 
‘Uscribers, meets with the broker and 
‘itertains all offerings—new business or 
“newals. He discusses the risks and 
“ermines what terms he will recom- 
2 to the rate committee, which 
Meets every Thursd: ay morning. Wher- 
“Yer possib le, statistics relating to busi- 
_» On the agenda are sent to sub- 
“tibers for advance study. Any sub- 


Seri ; 
iber can be represented at the meet- 











American Hull Insurance Syndicate 


Serving The World’s Ship Owners 


ing and vote upon the manager’s 
ommendations. 

“If the urgency of the situation re- 
quires it, the manager will convene a 
meeting of the underwriting committee 
in the interim between meetings of the 
rate committee. This committee is com- 
posed of nine members of the board of 
managers, thoroughly experienced un- 
derwriters, who because they are also 
members of the rate committee can ex- 
ercise the power of that committee to 
assure quick action by the Syndicate. 

“All losses are settled by the Syndi- 
cate on behalf of its subscribers. There 
is a competently staffed loss department 
headed by an experienced manager who 
is also a fully qualified average adjuster. 
In the same manner that the manager 
of the Syndicate may call upon his un- 
derwriting committee, so may the loss 
manager cal] on his loss committee. This 
is normally a five-member committee 
appointed by the board of managers 
and composed of claims managers from 
the offices of five of the subscribers. 


rcc= 


Competitive Market for Vessel Owners 


“Since the inception of the Syndicate, 
the continuing aim of its management 
has been to provide a competitive, stable 
and continuous market for vessel own- 
ers. For the first quarter century this 
aim was directed at the American owner 
and, since the expansion of its opera- 
tions to insure interested foreign own- 
ers, this aim has been broadened. 

“The Syndicate’s basis of underwrit- 
ing gives appropriate recognition, by 
way of reduction in rates, to fleets with 
good records and, conversely, increases 
in rates to those with poor records. The 
Syndicate’s method of underwriting does 
not involve the use of a formula because 
each account is rated on its individual 
merits and the characteristics of that 
particular management and_ operating 
personnel are duly considered and 
weighed. A formula basis tending to 
reduce all owners to a common denomi- 
nator, unless made applicable to all, 
must result in those to whom it does not 
apply being subsidized at the expense of 





SILAS R. FRANZ CO. 


Insurance I: nspections and I nvestigations 
. 


96 Fulton St., New York 38 - 












WoOrth 4-6141 





those to whom it does apply. ... 
U. S. Salvage Assn., Inc. 


“The Syndicate underwrites on a five- 
year basis including the current year. 


When renewal negotiations with the 
broker are imminent, losses of more 
than average impact are examined in 


detail by the underwriter and carefully 
evaluated. In this phase of the opera- 
tion, he has at his disposal the technical 
knowledge and practical experience of 
the personnel of the United States Sal- 
vage Association. This association is a 
separate organization owned and oper- 
ated by the subscribers to the Syndi- 
cate. 

“The relationship between the Syndi- 
cate and the United States Salvage As- 
sociation has beneficial effect for both 


assured and Syndicate. It enables the 
Syndicate to keep ‘on top’ of losses 
and to carry realistic reserves, thus 


eliminating to the greatest degree pos- 
sible the presence of uncertain loss po- 
tentials for many years. This policy 
also puts the underwriter and broker in 
a position to regard the account under 
consideration with more certainty and 
results in a smoothing of the ‘peaks and 
valleys’ in the rate pattern of the 


fleet.... 
“In conclusion, the principles and 
aims of the Syndicate have been, and 


shall continue to be, to provide the ship 
owners of the world with protection 
based on financial integrity and under- 
writing stability; to grow and to in- 
crease its book of hulls of all flags; to 
consider each fleet on its own merits; 
to quote rates, terms and conditions, 
equitable both to assured and to itself; 
to underwrite, not necessarily 100% of 
every hull accepted, but its fair share— 
a share commensurate with its position 
in the United States marine insurance 
market and in the international marine 
market as a whole.” 

LINDBLOM PHOENIX SPECIAL 

Edward H. Lindblom, Jr., has been 
appointed special agent for the Phoenix 
of Hartford in Florida. He will be as- 
sociated with Manager A. W. Roberts 
in the company’s Florida district office 
at Orlando. 
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Flood Damage for Drive-in 
Theaters Covered in 30 States 


Protection against damages by wind- 
storm and floodwaters to the equipment 
of drive-in obtainable 
through insurance in 30 states and the 
District of Columbia and permission to 
underwrite such expected 
soon from many other states. 

The coverage extends far beyond wind 
and flood damage, to direct physical loss 
or damage caused by fire, lightning, 
water, earthquake, hail, smoke, land- 
slide and collapse, and to theft (but not 
by employes), riot, civil commotion, 
dalism and malicious mischief. 

The policy covers personal damage 
(not to a building, fences or other real 
estate), and includes all projection and 
sound equipment, speakers, speaker 
heads, concession department equipment 
including food and supplies, all movable 
playground equipment, office furniture 
and fixtures. 

It is reported that claims arising from 
last year’s disastrous floods in the New 
England and mid-Atlantic states on a 
number of drive-ins were covered by 
such policies and the losses were paid 
when proof of loss was presented and 
verified. 

Jack ‘ 


theaters is now 


coverages is 


van 


Wallens of the insurance firm 
of A. Yarchin & Co., Inc., Boston, 
Mass., which underwrites the policies 
for drive- ins, recently stated that the 
insurance is being issued by American 
stock insurance companies and that it 
has been “road-tested” by leading mo- 
tion picture theater drive-in owners 
along the Atlantic seaboard and adja- 
cent areas. 


New Auto Insurer 

A new auto insurance company, with 
authorized capital and surplus of one 
million dollars, has been organized by 
a group of Alabamians and Georgians. 
Dixie Auto Insurance Co., Inc., with 
headquarters in Anniston, Ala., points 
out it is “Southern owned and Southern 
managed ” and “keeping pace with 
Southern progress.” 

Officials say the new insurance firm is 
writing a national standard policy “for 


safe, careful and non-drinking drivers.” 
The company is headed by C. R. Bell, 
president. 





BALBOA FINANCING PLAN 

3alboa Insurance Co., Los Angeles, 
has filed application with the California 
Department of Insurance for authority 
to issue a contribution certificate or cer- 
tificate in the sum of $500,000. The cer- 
tificate or certificates, if the permit is 
granted, wili be issued to present share- 
holders of the company. 


Home Cos. Report 


(Continued from Page 1) 

the first six months as compared with 
an underwriting profit of $810,886 on 
June 30, 1955. Since December 31, 1955, 
the Home Indemnity’s unearned pre- 
mium reserve increased $2,429,217 to a 
total of $21,099,591. 

During the period covered by Mr. 
Black’s report, dividends aggregating 
$4,000,000, equivalent to $1.00 per share 
of capital stock, were paid to stock- 
holders. 
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Receivership Asked for 
Dallas Auto Insurer 


INS. 
National Automobile Insurance Assn. 
Loses Plea for Relicensing; Charge 
Lack - Surplus 


State lasdvance 


BY STATE COMMISSION 


Commis- 
John 


Texas 


The 


sion Attorney General 


to institute proceedings 


has asked 
Shepperd 
appointment of a 
liquidation of the National 
Insurance Association of Dallas. 
Insurance Association has been 
automobile liability insurance 
mainly to military servicemen by mail 
on monthly payments. Officials said 
about 40,000 policies are in force in the 
United States and its territories. 

The Insurance Commissioner has re- 
fused to relicense National Automobile 
Insurance Association. 

The order declared that the firm’s 
certificate of authority expired on May 
31. It declared also that the association 
does not have the minimum surplus re- 
quired for its operation. : 

“The board finds that as of 


Ben 
receiver and 


Auto- 


for the 
the 
mobile 

The 


selling 


April 30, 


1956, said association had total ad- 
mitted assets of $216,485 and total lia- 
bilities of $337,655, making a deficit sur- 
plus of $121,109,” the order said. 


Cites Deficit Surplus 


“Counting $50,000 required as mini- 


mum surplus, the Commission said the 
total deficit surplus was $171,169 on 
April 30. - 

“The board is of the opinion that 


equitable treatment of all claimants can 


be achieved only by placing the affairs 
of said Nasonal Automobile Insurance 
Association in receivership,” the order 
declared. 

Spokesmen for the association con- 


has been paying all claims, 
has assets of $280,000 including $261,000 
cash and bonds and would succeed if 
permitted to remain in business. 

Morris Brownlee, Insurance Commis- 
sioner, commented at the hearing that 
the association “seems to be continually 
overextending itself” and had failed to 
get its affairs in order in the time al- 
lotted by the Commission. 


tended that it 


UM ENDORSEMENT EXTENSION 
New York State Agents Petition Stock 
Companies to Continue and 
Broaden Coverage 

Stock insurance companies writing the 
uninsured motorist endorsement in New 
York State have been asked by the New 
York Association of Insurance Agents 
to continue its use and even broaden its 
provisions. 

In a letter 
insurance companies 
liability insurance in the 
Ritter of Middletown, NYS 
dent, stated: 

“On behalf of the nearly 5,000 individ- 
ual agent members of our association, 
] send to you the following resolution, 
which was un —— adopted by your 
organization in convention assembled: 

"Whereas, i it becomes increasingly ap- 
parent that the uninsured motorist en- 
dorsement is a vital and necessary in- 
strument in the protection of the people 
of the State of New York against finan- 


to the presidents of all 
writing automobile 


state, C. Fred 
presi- 


AIA 


cially irresponsible motorists. 
“Be it resolved, that the New York 
State Association of Insurance Agents, 


Inc., request the companies to continue 


strengthen and broaden its provisions 
to the end that the people of the state 
New York may be better served.” 


Bar Ky. Agents From 
Soliciting in Indiana 


BY ORDER OF IN INDIANA DEPT. 
Commissioner eee, | Pointing to Re- 
taliatory Nature of Order, Insists Also 
on Countersignature on Certain Lines 


were 





barred from 


insurance in In- 


Kentucky 
soliciting 
last 
previously issued to them notwithstand- 
Further, if they the 
writing of a case involving subjects of 


agents 


Kemper Group to Subsidize 
Employes’ Education Plans 


Kemper has 
told the Kemper Insurance Group’s more 
than 5,000 employes that the companies 
will split the cost with those who want to 


the sale of 


diana week, any broker’s license 


President Hathaway G. 
ing, participate in 


insurance in Indiana or involving per- 


continue their education to help advance formance in Indiana, they must have 
their careers. the countersignature of an Indiana 
The offer to pay 50% of the cost, Mr. agent, who must receive and retain 100% 


Kemper said, applies to education on the of the commission if the Kentucky agent 


secretarial, high school or college levels does not have a non-resident Indiana 
and includes all registration, tuition, ex- license and 50% if he does. | 
amination, laboratory and other aca- Such is the effect of lediana Insur- 


demic fees and textbooks. ance Department Retaliatory Order 1K, 
If an employe is short of cash, he can issued by the Commissioner on August 
borrow the money to pay for his addi- 10, in response to a similar Kentucky 


tional education from a “student loan order affecting Indiana agents. Indiana 
fund,” with repayment spread over a law requires mandatory retaliation. 

period of time. “Our tuition-aid program The countersigning requirement ap- 
is designed to help employes who want to plies to any policy or bond required 


to be filed and approved by the Indiana 


improve themselves,” Mr. Kemper said. 
highway department, and to any policy 


To qualify for aid, male employes must 


have one year of service with the or bond incident or pertaining to an 

Kemper organization and female em- operation under a contract awarded by 
ployes three years. the highway department. 

Indiana Commissioner W. J. Davey 

— states that inasmuch as the order is 

issued for retaliation only, it is not in- 


NEW RECIPROCAL IN CALIFORNIA 

Twentieth Century Insurance Manage- 
ment Corp., the Insurance Management 
Corp. and Rodders Management Corp. 
are three names approved by Insurance 


tended to be an administrative ruling on 
the right of brokers to receive comumis- 
sions from agents or elsewhere. 

The countersignature requirement will 


: ee : : : not apply to—Lif yor COA. ee 
Cominissioner F. Britton McConnell as _ ange & title 
; ee Scie ae dhe, : oe insurance, reinsurance, surplus lines. 
attorneys in fact for a new reciprocal . : 

, Also, policies covering rolling stock, 


California. 
Angeles is 


insurer to be organized in 
James W. Hughes of 
counsel for the applicants. 


a common carrier 
(Continued on Page 37) 


, vessels or aircraft of 
Los 
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Okla. Secretary Lauds 


Family Auto Policy 


MORE COVERAGE; NO RATE Risr 


Allstate Files Similar Policy in State: 
Program, Effective Sept. 1, Changes 
Old Auto Policy in 17 Respects 


Greater protection with no increase }; 
rates will be provided under a ne 
‘family automobile policy” effective Sey. 
tember 1, Anthony Woodruff, Oklahon 
Insurance Board secretary, has declare; 


In addition, the new policy approve; 
already for about one-third of the ay: 
insurance sellers in the state will 


free of so much legal phrases and irre. 
vant terms which for many years haye 
bogged down the auto owner who reaj 
his policy. 

Nearly 17 changes in the old art 
policy form will afford greater insurance 
to car owners, their families, those wt 
ride with them, persons borrowing car: 


etc. The new form was filed by th 
National Bureau of Casualty Under. 
writers. 


An analysis of the new policy write; 
by Mott M. Keys, board actuary, re. 
veals that old policies sold by the Bu- 
reau companies will be interpreted ; 
providing the new coverages as of Sep- 
tember 1. 

Other insurance companies who make 
their own filings with the board 


— to fall in line with simile 
family plans it was said. In fact, All- 
state Insurance Co. had filed for ap- 


proval a similar policy which board oft 
cials said was even broader in some 
respects. 

Policy Is Shorter and Simpler 

Some of the changes effective Septem: 
ber 1 in policies sold by the Burea 
companies are: All irrelevant terms aj- 
plying to busaess organizaticns, buses 
taxicabs, commercial cars, public and 
private livery conveyances, etc., have 
been taken out of the family policy : 
make it shorter and simpler. The polic 
will not be sold to corporations or part- 
nerships, or for individually-owned com: 
mercial cars or trailers. Insured couple 
are covered by their policy for nov 
owned cars furnished for their regular 
use. Bodily liability is on an “occurence 
rather than “accident” basis. Medicd 
payments will cover any person who sts 
tains bodily injury arising out of opera 
tion or occupancy of non-owned 
furnished for regular use to the perso! 
who owns a policy on his or her car._ 

Time for the policy owner to fi 
proof of phvsical damage loss extend 
from 60 to 91 days. 

The borrower of an 
protected against legal 
owner’s insurance company for damag: 
occurring while the car is in the bor 
rower’s possession. Comprehensive co 
erage will pay for tire damage fro 
mialicious mischief and vandalism, 
pay for returning a recovered stolen 
and provide transportation expenses: 
to $150 while the owner’s car 1s missile: 
It will also provide $100 fire and lig! 
ning insurance on clothes and_ person 
effects in a car. 

Protection up to $500 is afforded ‘ 
borrowed utility type trailer. 


insured car ! 
action by 





MacClurg Named Syracuse 
Bond Dept. Superintendes! 


A. J. MacClurg has been named bi 
department superintendent at the 1é 
ford Accident & Indemnity Co.’s 5y™ 
cuse, N. Y., office. ; 

A'native of Rochester, Mr. MacClu 
was graduated from Syracuse U niversit} 
attended the Hartford College of Lay 
and has completed the course at o 
Hartford Training Center. Prior to ™ 
new appointment, he served as bot 
special agent at Milwaukee. 

He joined the Hartford A&I | 
1936 as claims adjuster at the fom 
office in Hartford, Conn, Subsequent. 
he was a claims adjuster at Milwat" 
kee, Wis. After service as special age! 
with another insurance organization, ' 
rejoined the Hartford staff in 1942, 
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EXPANDS FACULTATIVE DEPT. 


General Reinsurance Corp. to Begin 
Multi-line Operations; Frey to 
Supervise Department 
General Reinsurance Corp. has an- 
nounced the expansion of its facultative 
department into a multiple-line opera- 
tion, covering casualty, fire and inland 
marine lines. Facultative reinsurance of 


aote 
po oee 





BRICE A. FREY, JR. 
this character has previously been 
largely handled through foreign rein- 


surance markets. 

The company initiated casualty facul- 
tative reinsurance in 1954, and _ since 
then 175 U. S. and Canadian insurance 
companies have made use of the facility. 

Facultative, as opposed to treaty rein- 
surance, it was explained, provides a 
market for individual risks which, be- 
cause of size, type or character of ex- 
posure, do not fit into the normal rein- 
surance programs of insurance compa- 
nies, 

The expanded department will be su- 
pervised by Brice A. Frey, Jr., vice 
president, with Walter J. Hildenbrand 
in immediate charge of fire and inland 
marine operations. Mr. Hildenbrand re- 
cently joined the company as assistant 
Secretary. 

The multiple-line facultative depart- 
ment will remain entirely separate from 


the company’s s treaty operations and 
will serve both treaty and non-treaty 
7 so ” rm. ~ a 

companies,” Edward G. Lowry, Jr., 


chairman and chief executive officer of 
General Reinsurance, stated. 

“It will increase the capacity of in- 
surance companies to expand their serv- 
es to their customers, with all the 
benefits of admitted reinsurance.” 





Allstate Names Campbell 
As Zone Operating Manager 


Melfort J. Campbell has been pro- 
moted from services manager of AIll- 
=* Milwaukee regional office to op- 


trating manager of the company’s mid- 
ie zone territory. The zone office in 
Chicago supervises company operations 
ina 14-state area of the midwest. 

Mr. Campbell joined Allstate in 1950 
a a rater in the Chicago regional office. 
e became an underwriter, then super- 
visor in 1951. He was named Chicago 
customer relations manager in 1952 and 
Services manager of the Milwaukee 
Office in 1954, 





NEW POST FOR WM. J. HEINRICH 
William J. Heinrich, assistant secre- 
tary of the Allstate, has been named 
State filing director. He will head the 
partment responsible for preparation 
of insurance rates and other data for 
Submission to State Insurance officials. 
lor to joining Allstate -in 1951 he was 
assistant secretary of the National Bu- 
eau of Casualty Underwriters. 


HEARING ON N. C. COMP. RATES 


Compensation Rating & Inspection Bur- 
eau Seeks Small Percentage 
Rise in Rates 


Workmen’s compensation rates in 
North Carolina will be raised slightly, 


October 1, if a filing by the Compensa- 
tion Rating & Inspection Bureau of 
North Carolina receives the approval of 
Insurance Commissioner Charles F. 

Gold. The Commissioner has called a 
public hearing for August 21 to con- 
sider the matter. 

The Bureau proposal would result in 
an increase averaging 8/10 of 1% and 
estimated to amount to about $115,000 
annually in premium volume. 

Actually, the Bureau proposed to de- 
crease rates for manufacturing lines by 
1.6% and for all others, except contract- 
ing, by 2.3%. However, a 1.9% increase 
proposed for contracting lines produced 
the slight over-all increase. 

As justification, the Bureau reported 
that in the 24-month period ending 
July 31, 1955, compensation premiums 
amounted to $28,748,325 while losses and 
adjusting expenses came to $19,511,806, 
or 67.9% of the total. 

Commissioner Gold said that immedi- 
ately following the compensation hear- 
ing he will hear a request by Casualty 


Governor Herter Vetoes 


Liberal Comp. Benefit Bill 


Governor Herter of Massachusetts has 
vetoed a legislative bill which would 
have required that payment of work- 
men’s compensation benefits be contin- 
ued if a recovered worker was not re- 
hired. 

The governor gave the following rea- 
sons for vetoing the bill: It violates the 
principle of the law which is reimburse- 


ment for injury; it requires payment 
when there may have been no injury 
or the individual has recovered; the 


mere filing of a claim might force pay- 
ment under the measure; there is no 
limit on time the money would have to 
be paid. 

Also, a claimant might be employed 
elsewhere and still receive benefits from 


the former employer; the bill forces 
the State Industrial Accident Board to 
make a finding whether a case is “frivo- 


the bill could result in a 
the insurer when the em- 

be the one at fault; and, 
the constitu- 


lous” 
penalty on 
ployer would 
there is serious doubt on 
tionality of the bill. 


or not; 





Reciprocal Exchange of Kansas City, 
Mo., for approval of its savings classi- 
fication plan for lumber and_ building 
supply dealers. 


NEW COURSE SECTIONS READY 


New York Insurance Society’s Casualty 
Manuals-Rating Course to Begin 
September 13 

Two new sections of the New York 
Insurance Society’s casualty manuals— 
rating course will begin September 13. 

One class will meet Tuesday and 
Thursday afternoons from 1 p.m. to 
2 p.m. The other is scheduled for 
Thursday evenings from 5:30 p.m. to 
7:30 p.m. The course comprises a total 
of 30 hours of class work and meets for 
15 weeks. 

As in the past the series of lectures 
will cover the automobile, workmen’s 
compensation, public liability, burglary, 
and glass manuals. Everyday problems 
of the business will be used as illustra- 
tions in order to make the class work 
interesting and meaningful. Certain as- 
pects of underwriting, as they relate > 
the use of the manuals, are included i 
the lectures in the evening section. 

The afternoon course is designed es- 
pecially for rating clerks and _ policy 
checkers in both companies and broker- 
age houses. Brokers, underwriters, and 
other more experienced people who wish 
to bring themselves up-to-date on rating 
changes and acquire a detailed knowl- 
edge of the manuals should register for 
the evening section. 





“You can please everyone — we did!” 


. says Broker William J. Gourley (left) of 

Chivelinnd, hic, shown here with Mr. Earl Bergmann 
(seated), President of Sealy Incorporated, 

Sealy Plant Manager, 
and Jack Sewell, Brokerage Manager of 
Prudential’s Cleveland Shore Agency. 


Mr. H. G. Hager, Sr., 


“Tn selling a Group Life policy with Sickness and Accident 
benefits to Posture Products Incorporated, a division of the 
Sealy Mattress Company of Massillon, Ohio, we wanted to 
satisfy everyone—management, employees and union. 

It was a tough job but the splendid cooperation I got from 
Prudential’s Brokerage and Group Departments made it possible. 


After a few meetings, we were able to please everyone concerned. 
And I needn’t tell you how pleased I was to get all this wonderful 
help and still receive the full commission!” 


You'll enjoy YOU ARE THERE, Sundays, CBS-TV 





TO: BROKERAGE SERVICE e THE PRUDENTIAL, NEWARK 1, N. J. 


I want to know more about Prudential’s BROKERAGE SERVICE and how it will make LIFE sales easier for me. 
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Aedes State Tisditeniionss 
Of Traffic Ordinances 


URGES STRONG ARREST POWERS 
National Commitee on Uniform Laws & 
Ordinances Seeks Absolute 
Speed Limits 


The National Committee on Uniform 
Traffic Laws & Ordinances is calling on 
state legislatures throughout the country 
to establish absolute maximum speed 
limits and give law enforcement officers 
more sweeping on-the-spot arrest pow- 
ers, The move was made to halt the 
country’s rising accident toll this year. 

This action was taken at a meeting of 
the committee in Chicago and was an- 
nounced today by Thomas N. Boate, a 
committee member and accident preven- 
tion department manager, Association of 
Casualty & Surety Cos. 

The committee’s approval of these 
changes in the uniform traffic code co- 
incided with the National Safety Coun- 
cil’s announcement that traffic fatalities 
in the nation have consistently increased 
for.the sixteenth consecutive month and 
are threatening to reach an all-time high 
of 42,000 deaths for 1956. This action is 
considered as particularly significant by 
traffic accident specialists because the 
committee membership consists of the 
official representi itives of Federal, state 
and municipal traffic law enforcement 
executives as well as business and in- 
dustry interests, 


Favor Absolute Speed Limits 


The first of the two major changes 
calls for the abandonment of prima facie 
speed laws in favor of absolute limits 
and would greatly simplify enforcement 
of speed ag Under the newly recom- 
mended system, any motorist exceeding 
the maximum speed established by law 
would be guilty of a traffic violation. 
Under the prima facie law, a motorist 
charged with speeding cannot be judged 
guilty of a violation unless the arresting 
officer is able to prove that, under the 
conditions existing at the time of the 
arrest, such speed was unsafe. 

At the present time, 19 states have 
established maximum speed limits, 21 
have prima facie limits and eight have 
limits designated only as “reasonable and 
prudent.” To “facilitate enforcement, 
increase the safety of the highways and 
bring about uniformity of traffic laws, 
the committee voted to urge all states 
to adopt absolute limits. It further 
recommended that under the most favor- 
able circumstances, the maximum speed 
should not exceed 60 miles an hour in 
rural areas or 30 miles an hour in built- 
up areas, with downward zoning to meet 
local conditions. 

The second major change recommends 
broadening the authority of enforcement 
officers to allow them to make on-the- 
spot arrests of persons who are reason- 
ably believed to have committed such 
violations as reckless driving, negligent 
homicide, driving while under the influ- 
ence of alcohol or drugs, leaving the 
scene of an accident, refusing to give 
information, or refusing to aid accident 
victims. 


Dangerous Lapse of Time 


Under most existing systems, these 
offenses are considered misdemeanors 
rather than felonies. Under the common 
law rule, an officer can make an on-the- 
spot arrest of a felony suspect, but must 
get a court-issued warrant for the arrest 
of a person suspected of committing a 
misdemeanor. The time lapse in this 
system often allows suspects to sober up 
(if drunk) or to leave the scene of the 
accident. If the suspect is from out of 
state, he can often escape trial com- 
pletely by returning to his home before 
a warrant can be issued. 

The new law allowing officers to make 
on-the-spot arrests of persons charged 
with misdemeanors, traffic safety leaders 
pointed out, would thus make possible 
the apprehension of many violators who 
now frequently escape prosecution. This 
system is already in effect in several 
parts of the nation. 


The uniform traffic code is a set of 





$1,526,360 Performance Bond 


By American-Associated 

A $1,526,360 performance and payment 
bond, covering the first contract to be 
let under the new Federal $13,500,000,000 
road-building program, has been origi- 
nated by American-Associated Insurance 
Cos., Resident Vice President Louis H. 
Antoine, St. Louis, has announced. 

The bond covers construction of the 
elevated Third Street Highway in the 
City of St. Louis. Let by the Missouri 
State Highway Department, the contrac- 
tors are Fred Weber, Contractors, Inc., 
and Millstone Construction, Inc., both of 
St. Louis. Participating co-surety is the 
Fidelity & Deposit Company. 





“pattern” laws designed for adoption by 
state governments in order to provide 
uniform and more effective traffic regu- 
lation throughout the nation. The Na- 
tional Committee periodically revises the 
code to keep it abreast of changing traf- 
fic conditions. The recent meeting was 
timed to allow revision of the code to 
be completed well in advance of the 
opening sessions of 1957 state legisla- 
tures, which may adopt or reject the 
recommendations. Commenting on the 
important new revisions, Mr. Boate said: 

“The recommended laws will discour- 
age traffic violations and will make law 
enforcement more effective. Both changes 
have long been favored by most of the 
nation’s courts and enforcement agencies 
and have been backed repeatedly by cap- 
ital stock casualty insurance companies 
and their representatives. 

“Our traffic problem is bolting away 
at headlong speed. Already we are ap- 
proaching 10,000,000 accidents a year at a 
cost of some $5 billion, 1,500,000 injuries 
and 42,000 deaths. The strengthening of 
traffic laws must no longer be delayed 
if we are to halt this trend. It is clearly 
evident that the broadening of police 
arrest powers and’ the tightening of 
speed laws are at the very top of our 
most urgent needs. I am sure that every 
one, including the great majority of 
motorists, hopes that the state legisla- 
tures will bring their laws in line with 
these modern needs as recommended in 
the uniform traffic code.” 
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Bowen Replaces Eales as 


Standard Washington Mgr. 
Howard Eales, manager of the Wash- 
ington branch of Standard Accident, 
Detroit, and affiliate, Planet, retired from 
the companies this month. He _ was 
succeeded by Mark G. Bowen, who was 
formerly assistant manager of that 
branch, 

Mr. Eales joined Standard Accident in 
1935 as manager of the bonding depart- 
ment at the Washington service office. 
He was named manager at Washington 
in 1945. In 1950, the Washington serv- 
ice office was raised to full branch 
status and Mr. Eales assumed the title 
of manager. 

Mr. Bowen, the new manager at 
Washington, started with Standard Ac- 
cident at the home office in 1934 in the 


NEVADA CLAIMS ASSN. STARTS 

Southern Nevada Claims Association 
has been organized by adjusters and 
claims managers for companies operat- 
ing in the state. 





supervising department. He was made a 
claim adjuster at the company’s Detroit 
branch in 1937 and later that year he 
was moved to the home office as a claim 
examiner. In 1938, Mr. Bowen was as- 
signed to the San Francisco branch and 
served there as a special agent. He 
was transferred to the Indianapolis 
branch in 1941 in a similar capacity. In 
1946, he was made a field representative 
for that branch and in 1948 returned 
to the home office to serve on the under- 
writing staff. Mr. Bowen was appointed 
assistant manager of the Washington 
branch in 1949, 





more travel and more casualties 
mean more opportunities to sell 


PEERLESS 


“WORLD- -WIDE” 


TRAVEL ACCIDENT POLICY 


August 17, 1956 


While history is being made in increased travel 
and accidents, you can make history yourself 
by selling more travel accident insurance. 

The Peerless “WORLD-WIDE” Travel Accident 
Policy* is a vital policy . . . especially now 
when people are “‘on the go” more than ever be- 
fore—travelling for both business and pleasure. 


Selling at an annual premium of only $1.25 per 
$1,000 ($25,000 minimum, $100,000 maximum 


— Ages 18 to 70), giving coverage anywhere 
in the world, and providing reimbursement 
for loss of life and dismemberment . . . this 
policy is especially attractive and highly sale- 
able. In addition, the Peerless “Sales Con- 
vincers” kit of selling aids leaves nothing to 
chance in earning more commissions easier 
and faster. Write for full details today! 
*Policy No. PAH-914R 


PEERLESS 


Susuranee @ ince Company 


TITS ery 


KEENE. 


NEW HAMPSHIRE 


A MULTIPLE LINE COMPANY 
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MIRB RATE REVISIONS FOR FLA. 


Auto Liability Rates for Unmarried Men 
Under 25 Years of Age Substan- 
tially Increased 

The Mutual Insurance Rating Bureau 
has announced revised private passenger 
automobile liability insurance rates for 
Florida effective August 15. 

For Class 1A, which applies to indi- 
yvidually owned automobiles not used 
in business or for driving to or from 
work, with no male operator under 25 
years of age, the rates for Jacksonville 
Territory are reduced $2. Rates for 
Palm Beach and remainder of state ter- 
ritories remain unchanged. Increases in 
rate for this class ranging from $1 to $3 
apply for the other territories. 

For Class 3, which applies to indi- 
vidually owned private passenger cars 
used in business with no male operator 
under 25, as well as for cars owned by 
business organizations, decreases are 
effective in all territories. In Jackson- 
ville territory a reduction of $9 will 
apply. Reductions in other territories 
will amount to $4 in Palm Beach, Pensa- 
cola, St. Petersburg and Tampa; $3 in 
Miami; $2 in Orlando, and $1 in re- 
mainder of state. ; 

Rates for automobiles owned or prin- 
cipally operated by unmarried young 
men under 25 (Class 2C) have been sub- 
stantially increased in all territories. 

Lesser increases have been introduced 
in all territories except Jacksonville 
Territory, for automobiles operated by 
young men under 25 years of age who 
are neither owners nor principal opera- 
tors and also for automobiles owned 
or operated by married young men under 
age 25 (Class 2A.). The increases are 
from $1 to $8, except for Jacksonville 
Territory where a reduction of $2 ap- 
plies. 

Car owners qualifying for farmer’s 
rates will continue to receive a discount 
of approximately 20% from the rates 
otherwise applicable for their cars. 





NEW ASSISTANT CLAIM MGR. 


F. S. Benson Promoted by Kemper 
Group; to Headquarter at Cos.’ Sum- 
mit, N. J., Eastern Department 
Frederick S. Benson has been pro- 
moted to assistant claim manager for the 
Kemper Insurance Group’s eastern de- 
partment headquartered at Summit, N. J. 
He has been claim manager in the New 
Yerk City branch office of Lumber- 

mens Mutual Casualty Co. since 1948. 

Edward G. Liston has been advanced 
to New York City claim manager, John 
B. Paper to superintendent of suits in 
the metropolitan area and E. C. Galvin 
to claim manager in the Jamaica (N. Y.) 
otice of the companies. 

Mr. Benson was graduated from Laf- 
ayette College in 1926 and from Syra- 
cuse University College of Law in 1931. 
He is president of the Syracuse Law 
College Association and has served as 
President of the New York City Claim 
Managers Council. 

He joined the Kemper organization in 
1935 as an attorney in the legal depart- 
ment of the Syracuse branch office, was 
Promoted to claim manager in Buffalo 
in 1939 and was transferred to New York 
City in 1948. He was named resident 
secretary of Lumbermens Mutual Cas- 
talty and of American Motorists in 
1950. 

Mr. Liston, who was assistant claim 
manager of the New York City office, 
joined the Kemper organization in 1934 
as a claim adjuster and was promoted 
to liability claim supervisor in 1940. 
ne attended Georgetown University 
Irom 1924 to 1928. 

_Mr. Paper began his career with the 
\emper organization in New York City 
in 1938 as a claim adjuster and he 
Was advanced to suit supervisor in 1946, 

Mr. Galvin began as an office boy in 
1933 in the Kemper Group’s New Eng- 
‘and department at Boston. He has held 
POSitions as claim adjuster and as claim 
Manager in Binghamton, Newburgh and 
Albany, 








SEE them! 


Call on clients and prospective 
clients with the confidence that 
you Can serve any or all needs. 
With the facilities of ‘““America’s 
Department Store of Insurance” 
solidly behind you, you can 
create business where it never 
existed because you will have a 
broad understanding of the 
tremendous range of your 
client’s insurance needs. 


SELL them! 


With completely multiple line 
facilities in your sales kit, you 
have an immediate answer to 
every possible insurance need 
that your client may have. Acci- 
dent, sickness, hospitalization 
... fire, allied lines and inland 
marine ... all lines of casualty 
insurance... fidelity and surety 
... life insurance ... employee- 
employer plans ... no risk is 
too small, too large or too 
unusual to be considered for 
Continental coverage. 


RE-SELL them! 


By continuous and progressive 
research, Continental keeps you 
ahead of competition with 
broader, better, newer cover- 
ages, open-minded underwrit- 
ing, sales and service facilities 
to open up new markets, new 
Opportunities to grow and 
profit by better, more complete 
service to every client. 


... With CONTINENTAL coverages 


Find out how Continental’s complete range of facilities ... in- 
cluding excess covers and world-wide reinsurance... can help 
you build a more profitable business... Now... today ... write 
to Department 313. 


Continental 
CASUALTY COMPANY 




















310 S. MICHIGAN AVE. ¢ CHICAGO 4, ILL. 
ASSOCIATED COMPANIES: 


Continental Assurance Co. + Transportation Insurance Co. 


‘America’s Department Store of Insurance” 














NEW AUTO LIABILITY RATES 


National Bureau Changes for Florida 
Effective August 15; Affect Private 
Passenger Cars 

Revised automobile liability insurance 
rates for Florida have been announced 
by the National Bureau of Casualty Un- 
derwriters. The new rates became effec- 
tive August 15. The rate changes affect 
private passenger cars and reflect recent 
experience of the carriers and vary ac- 
cording to car classification and _terri- 
tory. 

For some cars without male operators 
under 25 years of age there are rate 
reductions and these range from $1 to 
$11; for others there are rate increases 
and these range from $2 to $10; and 
for others rates remain unchanged. 

For all cars without male operators 
under 25 rates are reduced for the 
Jacksonville territory, which comprises 
all of Duval County, and for the territory 
designated as “remainder of state” terri- 
tory. 

For all of Hillsborough and Pinellas 
Counties, including St. Petersburg and 
Tampa, and also the city of Pensacola 
and part of Escambia County, rates are 
reduced for two classes of cars without 
male operators under age 25 while the 
rates for the other two classes remain 
unchanged. 

The rates for cars owned or oper- 
ated by married young men under age 
25 and cars operated by young men 
under age 25 who are neither owners 
nor principal operators are increased 
from $1 to $15, depending upon territory. 
However, in the Jacksonville territory, 
where experience has improved, the rate 
for these cars is reduced $3. 

For cars owned or principally oper- 
ated by unmarried young men under age 
25, liability insurance rates are increased 
from $13 to $39, depending upon terri- 
tory. 

Car owners qualifying for farmer rates 
will continue to receive a discount of 
approximately 20% from the rates that 
would otherwise apply to their private 
passenger cars. 


Standard Accident Publishes 
Annual Football Schedule 


The publicity department of Standard 
Accident and Planet has just sent to 
field representatives its 26th annual 
compilation of football schedules of lead- 
ing colleges and universities throughout 
America. 

As in previous years, the 1956 schedule 
is pocket-sized and indexed for ready 
reference. The teams are group as fol- 
lows: Western Conference, Midwest, 
Pacific Coast, Skyline Eight, Mid-Amer- 
ican, Atlantic Coast Conference, South- 
ern, Southeastern, Eastern, Ivy League, 
Southwest Border, Big Seven and Mis- 
souri Valley. There are also several mis- 
cellaneous groupings. The schedule of 
the professional teams in the National 
Football League is also included. This 
year’s schedule also includes a full page 
of referee signals. 

On the cover is a photograph of the 
University of Oklahoma’s Owen Field 
at Norman, Okla. The inside cover 
carries appropriated copy: “An untimely 
interception can dash the hopes of the 
finest of football teams—and a costly 
accident, sickness, fire, burglary, em- 
bezzlement or forgery can prove equally 
disastrous to an individual, business or 
industry. Your local independent Stand- 
ard agent will be glad to assist you in 
devising a sound program of protection 
for your business, your family, your 
home and possessions against a multi 
tude of hazards. 

According to R. J. Walker, Stand- 
ard’s executive secretary in charge of 
advertising and publicity, the booklet is 
one of the earliest compilations of col- 
lege football games to be issued each 
year. Due to its advance information 
and accuracy, it is eagerly sought by 
athletic directors, sportswriters, the 
companies’ agents, their clients and the 
general public. 

Standard and Planet agents are in- 
vited to order quantities of the booklet 
for distribution to their clients and 
prospects who may be football fans. 
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Travelers’ Experience With Atomic 
Projects Dates Back to World War II 


What the Travelers has done 
issue of “Protection,” its monthly magazine. 


about the . 


Atom is covered extensively in the current 


The experience of the Companies in under- 


writing nuclear energy projects goes back to the manufacture of the first atomic bomb 


during World War II. 


In 1943, the Travelers, which was underwriting and servicing over 30 plants manu- 
facturing high explosives, was asked by the War Department to underwrite the risk 


of what became the first atom bomb. 
entire Travelers 


the “Protection” article follows: 


“The making of bomb was care- 
fully decentralized to promote secrecy, 
but the two largest plants were at Oak 
Ridge in rural Tennessee and Hanford 
in a desert in Washington. 30th estab- 
lishments employed tens of thousands of 
workers, engaged in varied operations 
spread out over hundreds of enclosed 
and heavily guarded acres. 

One of the Safest Big Risks 

“Tt is an ironic fact that the making 
of this most destructive instrument con- 
ala by man proved to be one of the 
safest big risks ever undertaken by the 
Travelers The worst mishap _ that 
occurred in connection with the making 
of the bomb had nothing to do with 
nuclear fission at all: it was the wreck 
of a locomotive which cost two lives, on 
a railway siding at Hanford. 

In Peaceful Pursuits 

“Having become something of an ‘old 
hand’ in underwriting atomic projects, 
the Travelers was naturally called upon 
when nuclear energy was turned to 
peaceful pursuits. 

“The physicists have brought us_ to 
the threshold of a new era, in which 
atomic power will revolutionize industry, 
agriculture, transportation, medicine and 
virtually every other phase of our exist- 
ence. (Actually, this revolution is an 
economic necessity, for, as an outstand- 
ing engineering and research firm has 
pointed out: ‘Half the coal used in the 


history of the world has been con- 
sumed during the last 50 years, and half 
the oil has been used during the past 


ZURICH-AMERICAN CHANGES 
Chalmers to Direct Fire, Personnel, 
Agency, Legal and Claims Depts.; 
Shand to Assist 
The following staff changes and pro- 


motions, which became effective Au- 
gust 1, have been announced by Neville 
Pilling, chief executive of the Zurich- 
American Insurance Cos. 

W. W. Chalmers, assistant U. S. 
manager and counsel, relinquishes his 


head office claims department duties to 
assume the management direction of the 
fire, personnel, agency, legal and claims 
departments. 

W. Shand, Jr., assistant secretary, 
relinquishes his present responsibilities, 
except for the personnel department, to 
assist Mr. Chalmers. 

L. W. Miller, assistant U. S. manager 
at Chicago, in addition to his present 
management direction of casualty, bur- 
glary and fidelity underwriting, and the 
conservation, history and audit depart- 
ments, will assume such direction of the 
boiler-and-machinery department 

P. R. Brislen, superintendent of un- 
derwriting, is promoted to assistant sec- 
retary. He will supervise casualty, bur- 
glary and fidelity underwriting and will 
assist Mr. Miller in all areas under Mr. 
Miller’s supervision. 

F. A. Holderman, superintendent un- 
derwriting services, is promoted to as- 
sistant secretary at Chicago. In addi- 
tion to his present activities, he will ex- 
tend his Insurance Department contacts 
and serve as underwriting liaison with 
the agency department for new business 
production. 

C. M. George, attorney in 
office at Chicago, is 
sistant counsel. 

P. L. Kohn, administrative assistant, 
eastern department, is promoted to as- 
sistant secretary. ng will assist W. E. 
Bowser, deputy U. S. manager in charge 
of eastern department operations. 


the head 
promoted to as- 


organization had any idea of 


Due to secrecy measures, only one person in the 


what the project was. Excerpts from 


Coal, oil and their derivatives 
another generation or two 
maintain western standards of life 
beyond that, the rising costs of these 
fuels and their need to be preserved for 
special industrial purpose s—plus a mush- 
rooming population and increasing per 
capita demand for power—force us to 
look to nuclear energy.’ 


Covered First Plant 


ten years 
might for 


“The first plant using atomic energy 
to provide a community with electric 
light and power was constructed by 


General Electric at West Milton, New 
York, and the Travelers was the com- 
pany chosen to assume the required in- 


surance coverages—liability and work- 
men’s compensation. 
“Meanwhile, the Federal Atomic 


Energy Commission, established ten years 
ago to administer the problems entailed 
in military use of nuclear fission, and 
subsequently assigned supervision of its 
civilian uses, has demonstrated its con- 
fidence in the company. The sole repre- 
sentative of the insurance industry on 
the Commission’s committee on reactor 
Si ifeguc irds is a member of the Travelers’ 
engineering and loss control division. 


He is, incidentally, the same man—Reuel 
Cc. Str: utton—who was associated with 
the company’s safety engineering pro- 


gram at Hanford during the manufacture 
of the first atomic bomb.” 
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Spottke Cites Non-Support 
Of Enforcement Agencies 


Government law enforcement 
agencies are not getting the support they 
need in the matter of traffic safety, A. E. 
Spottke, vice president of Allstate Insur- 
ance Co. and secretary of the business 
advisory panel of the President’s Com- 
mittee for Traffic Safety told the recent 
midwestern regional conference of the 
panel in Chicago. 

“We can have just as much traffic 
safety as we are willing to work for— 
no more, no less,’ Mr. Spottke said. 
“Each and every one of us has got to 
do a lot more.” 

Citizen support must be organized if 
the country’s traffic toll is to be reduced, 
the speaker added. He described a pro- 


and 


gram for the formation of citizen sup- 
county, and 


port groups at the state, 
community levels. 
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Hoppensteadt Appointed 
Systems Development Mer. 


Edward L. Hoppensteadt has _ been 
named systems development manager of 
Allstate Insurance Co. He _ previously 
has been services manager of the com- 
pany’s eastern zone territory. 

Mr. Hoppensteadt joined Allstate in 
1946 as an underwriter in the midwest 
zone office. He became underwriting 
manager of the Kansas City, Mo., re- 


gional office in 1947 and service manager 
of the eastern zone in 1955, 

A 1935 graduate of Luther Institute, 
Mr. Hoppensteadt studied economics at 
Northwestern University and the Uni- 
versity of Kansas City. During World 
War II, he served in the U. S. Army. 





Casualty Branch Manager 


Russell W. Carlton has been named 
casualty branch manager of New Hamp- 
shire Fire’s Chicago office. He will su- 
pervise the casualty and bond operations 
for the mid-western territory. 

Mr. Carlton was formerly with the 
Chicago office of the Travelers from 1937 
until 1942 and since that time has been 
in charge of the casualty and bond op- 
erations of the Security of Connecticut 
Cos. in Chicago. 


Big Bill 


(Continued from Page 23) 





major part of the credit for the im- 
provement in the farm property insur- 
ance program goes to our association. 
Minnesota is the first and only state 
to have advantage of the new insuring 
forms and reduced rates.” 

As to compensation insurance rates 
the statement says: “From time to time 
certain trade associations and_ other 
groups attempt to bring pressure upon 
the rating bureaus for special considera- 
tion in the making of rates for their 


members. Frequently this pressure 1s 
based upon surveys of premiums and 
losses made by the group. These sur- 


veys are for the most part inadequate, 
inaccurate and incomplete. 

“Recently such a survey was made 
showing that the compensation insut- 
ance companies were actually paying in 
losses only 10 cents out of each dollar 
in premiums collected from the mem- 
bers of this association. If this had 
been true, a reasonable conclusion would 
be that the insurance companies wefeé 
making exorbitant profits on this class 
of business. 

“Actually the Minnesota Compensa- 
tion Rating Bureau statistics proved 
that on this class of business with com- 
bined losses and expenses of all the 
companies operating in the state there 
was an outgo of $1.02 for each dollar 
of — collected. This, of course, 
resulted in a net loss to the insurance 
companies.” 
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50th Anniversary of Mass. 
Bonding set for Nov., 1957 


The Massachusetts Bonding will 
lebrate its 50th anniversary in 
yysiness in November, 1957. George 
\V. Berry, retired vice president of 
‘he company, has been appointed to 
ye chairman of the anniversary com- 
mittee. A major feature of the pro- 
cram Will be a 50th anniversary gath- 
ving Which is scheduled for the fall 
{ 1957 at the New Ocean House, 
Swampscott, Mass. 








CAS Announces New List 


Of Fellows and Associates 
The Casualty Actuarial Society has 
nnounced that the following Associates 
ve successfully completed their Fel- 
yship examinations. They are: 

X. J. Bennett, Florida Insurance De- 
sartment; M. Bondy, New York Insur- 
nee Department; J. H. Boyajian, Cali- 
omnia Inspection Rating Bureau; W. V. 
}. Hart, Jr., Aetna Insurance Group; 
RH. Kallop, National Council on Com- 
sensation Insurance; R. Lino, National 
Bureau of Casualty Underwriters; J. H. 
\uetterties, Industrial Indemnity Co.; 
| W. Thomas, Travelers Insurance Co. 
Seventeen candidates for Associateship 
» the Society have also completed their 
aaminations. They are: 

R. A. Berg, Jr, R. L. Bornheutter, 
S.A. Dorf, M. R. Drobisch, L. B. Drop- 
Ki, : Mauss, IPR. lack, 92, jy. 
Klaassen, S. S. Makgill, L. F. Mathwick, 
Hy, Phillips, Jr:,. A. D) Pinney, to. HH. 
Roberts, E. M. Smith, L. L. Tarbell, 
PA. Wiliams, J. H. Woodworth. 

The new Fellows and Associates will 
» admitted at the Society’s annual 
necting in New York on November 
1, 17, 1956. 





Kemper Group Sponsoring 


Election Trend Broadcast 
“Election Trends,” a radio series fea- 
turing Dr. George Gallup, is sponsored 
y the Kemper Insurance Group over 
tie entire National Broadcasting Com- 
pany network, 

There will be 24 Kemper-sponsored 
roadeasts every Monday and Wednes- 
fy mght through November 5, eve of 
the national elections, N. C. Flanagin, 
‘Xecutive vice president of Lumbermens 
‘utual Casualty, has announced. 
Up-to-the minute political trends in- 
‘cated by election-year public opinion 
tous are analyzed on the show by Dr. 
vallup, founder and director of the 
imerican Institute of Public Opinion. 
The show is scheduled five nights a 
‘eek over 191 NBC stations from 10 to 
“05 pm. Eastern Daylight Saving 
‘ime (9 to 9:05 Central time, 8 to 8:05 
}m. Rocky Mountain time and 7 to 7:05 
Pacific time), 





Rise in Accident Benefits 
Governor Herter signed in Massachu- 
setts law a bill providing for an increase 
‘rom $20 to $25 a week in benefits paid 


2 Widows and children of workers 
“led in industrial accidents. 

Ss 4 . 

_ ull pending in the Massachusetts 


Sisiature at this writing is another bill 
“ich would increase workmen’s com- 


isation benefits from $35 to $45 a 


eet the first 13 weeks for total 
saduity, 








Indiana Dept. Ruling 


(Continued from Page 32) 


‘interstate or foreign commerce; any 

ehicle Principally garaged and used in 

Y State other than Indiana; policies 

ane only property in the course of 

“Sportation and covering any liability 

WB thereto; policies covering only 
Marine risks. 





HOW GOOD IS THE KEMPER-MATIC 
AUTOMOBILE POLICY? 


AN AGENT SAYS IT FOR US! 


Recently the Kemper companies asked certain agents 
their opinion of the value of our Kemper-Matic Six- 
Month auto policy in solving their problems. Here’s 
the way one of them felt about it! (Reproduced 
exactly from his letter.) 


QUESTION! HAS THE KEMPERMATI/C RESULTED IN INCREASED VOLUME ? 
1F $0, HOW MUCH 7? 
ANSWER! AuTO REPRESENTED A BouT 40 % OF OURKEMPER™ VowwMeE IN 19SS' 


QUA AUTO BUSINESS BROUGHT Us OTHER ~ 
LINES@HERE IS A CHART OF OUR KEMPER f ; 


VOWWME = WE'RE HAPPY=YOU BE THE StaTisticiAN 























=a Si 
' 











° 


QUESTION; HAS KEMPERMATIC REDUCED CLERICAL 
OVERHEAD K 70 WHAT EXTENT 7 
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AISWER: OUR ENTIRE VOLUME 1s GROWING WITH ; 
SAME CLERICAL STAFF, WE'RE KEMPER. WE STILL HAVE 


HAPPY. 


QUESTION: HAS THE POLICY BEEREFFECTIVE IN COMBATTING THE 
DIRECT WRITERS? 


ANSWER : ‘DIRECT WRITERS WHO THEY? WE ADVERTISE; WE GOTA GROUND FLOOR 
CENTRAL CITY OF FICE; we Gor A STRONG COMPANY WHAT PAYS 
bia tH W GOT NATIONWIDE CLAIM SANE UESOT UNTIL. — 

j 7 LOCAL AGENCY vie B 
YEARS OF BUSINESS x Comicurive CADERSH ig WRITER s? 
THEY MAKE PEOPLE COST CONSCIOUS- WE'RE HAPPY/ 





*KEMPER INSURANCE 
CHICAGO 40 


INCLUDES: Lumbermens Mutual Casualty Company; Ameri- 
can Motorists Insurance Company; American Manufacturers 
Mutual Insurance Company; Federal Mutual Insurance Company 


BRANCHES IN: ATLANTA ¢ BOSTON ® COLUMBUS ° DALLAS 


LOS ANGELES °¢ 





NEW ORLEANS © NEW YORK ©® PHILADELPHIA — 
SAN FRANCISCO @ SEATTLE ¢ SUMMIT, N. J. © SYRACUSE ° TORONTO — 


U. S. Rules Cleveland Ban 
On Direct Writers Illegal 


Federal District Charles Mc- 
Namee ruled this week in the anti-trust 
Board of 
Cleveland that the agents association’s 


Judge 


suit against the Insurance 
direct writer rule is illegal. The Govern- 
ment had charged that the direct writer 
rule was used by the board to boycott 
agents of direct writer companies from 
membership. 

To be tried on the grounds that they 
are issues of fact are the Government 


allegations that the board boycotted 
mutual companies with branch offices 
handling policy-writing or recording 


services. 


HAS NEW LIABILITY POLICY 





Fireman’s Fund Croup Issues Telephone 
Secretarial Service Policy; Up to 
$25,000 Per Claim 


Fireman’s Fund Insurance Group has 
announced the availability of a telephone 
secretarial service liability policy. The 
Group reports that the 
negligent acts, errors or omissions in the 


policy covers 
performance of services for others in the 
insured’s business as a telephone secre- 
tarial service. 

The premium 
based upon a rate of $10 per operator, 
and the basic limits are $25,000 per claim 
and $25,000 annual aggregate. The policy 
is on a discovery basis—-it applies to 
claims arising out of services performed 
prior to the termination of the policy and 
which are reported to Fireman’s Fund 
while the policy is in force. 

It also applies to claims arising after 
the termination of the policy if the in- 
sured had given written notice to the 
company of a potential claim before the 
policy terminated. 

The policy is written only with a de- 
ductible of $100 per claim. It will not 
apply to liability assumed by the in- 
sured under any contract or agreement; 
to libel or slander; to any fraudulent, 
dishonest or criminal act by the insured 
or any employer of the insured; or to 
loss or expense due to war or revojution. 


for the new policy is 





Insurance Interest Leads 


$6 
To More Driving Classes 

Due in large part to the interest of 
insurance companies and the Minnesota 
Association of Insurance Agents, more 
than 20,000 Minnesota school children 
are now getting both class room and 
behind the wheel instruction in driving. 

T. C. Engum, director of elementary 
and secondary schools of the state de- 
partment of education, has reported that 
397 of Minnesota’s 461 high schools are 
now offering class room instruction in 
good driving habits and 354 schools offer 
some actual instruction behind the wheel. 
In addition to the students, 2,146 adults 
were trained in driving in public schools 
during the past year. 

Since driver training was inaugurated 
with the support of insurance companies 
and agents in 1949, there has been a 
steady increase in the number of stud- 
ents taking the training. 


APPLIES FOR CALIF. LICENSE 

Commercial Insurance Co., Amarillo, 
Tex., has applied to the California In- 
surance Department for certificate of 
authority to write automobile insurance 
in California. Company has $5,013,079 in 
assets, $300,000 capital and $508,712 sur- 
plus. Officers are: Chairman of the 


board, R. Earle O’Keefe; president, S 
Wayne O’Keefe; secretary and _ treas- 
urer, M. C. Finley. Donald R. Luckham, 
Los Angeles, has been named as agent 
for service in California, and J. M. Gar- 
rett, Riverside, Cal., has been appointed 
general agent. 
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NACCA Meeting in Los Angeles 
Covers Wide Range Of Problems 


Quitman Ross Elected Association President; NACCA Petition 
for Separate American Bar Association Section 


To Be Decided at End of Month 


this month, the National Asso- 
‘laimant’s Compensation At- 
torneys held its convention at Los An- 
geles with over 500 delegates in attend- 
ance. The exhaustive program included 
every phase of claims actions and cov- 
ered all classifications of insurance. 

Particular attention is being directed 
toward the NACCA by insurance circles 
because of the association’s petition to 
the American Bar Association for the 
formation of a section encompassing 
negligence and workmen’s compensation 
law. W. Percy McDonald, ABA insur- 
ance law section chairman, recently sub- 
mitted a report to the American Bar 
Association in opposition to such a 
move. 

The decision on the NACCA proposal 
will be given by the ABA House of 
Delegates at the association’s 79th an- 
nual meeting scheduled for August 27- 


31 in Dallas, Tex. 
NACCA, Los 


Officers elected at 


Karly 
ciation of ( 


the 


Angeles meeting were: President, Quit- 
man Ross, Laurel, Miss.; secretary, Her- 
bert L. Hirson, Los Angeles; treasurer, 
Joseph Schneider, Boston, Mass. The 


elected is composed 
Julian, Warren 
Van Der 


board of governors 
of: Nathan Fisk, Alfred 
Stack, Glenn Bayshore, Gil 
Beer, Leonard Kincaid, Si Weissman, 
Lou Ash, Joseph Smith, Earl H. Davis 
and Ben C. Cohen, retiring president. 


Ills of Workmen’s Compensation 


Samuel B. Horowitz, Boston, Mass., 
taking on “What’s Wrong with Work- 
men’s Compensation Nationwide,” gave 
the initial address at the first session, 
including in his remarks the question 
whether “Tort, railroad and admiralty 
injuries should be placed under work- 
men’s compensation?” The convention 
then swung into a round table discus- 
sion on “What’s right and wrong with 
the various state and Federal workmen’s 
compensation acts?” participated in by 
delegates from 22 states, among them 
being William Kaplan, presiding referee, 
California Industrial Accident Commis- 
Chairman Theodore M. Schwartz, 


sion; 

U. S. Employes’ Compensation Appeals 
Board, District of Columbia; Theodore 
P. Ryan, chairman, Michigan Work- 
men’s Compensation Appeal Board; U. 
S. District Judge Alfred E. Modarelli, 
northern New Jersey; Judge Paul R. 
Harris, Circuit Court, Fourth District, 


Oregon; Cletus B. Hanley, Workmen’s 
Compensation Commissioner, West Va. 

Under Secretary of Labor Arthur Lar- 
son closed the first day’s proceedings 
with an address on “What the Depart- 
ment of Labor’s Model Workmen's 
Compensation Act Can Do to Improve 
Existing Conditions.” He contended that 
most of the state acts are more than 40 
years old and that only eight have been 
enacted since 1920. He listed 14 ways 
the world has changed, thereby caus- 
ing the need for modernization in com- 
pensation legislation. His 14 points 
were: The advent of social insurance; 
public assistance; change in common 
law recoveries; rehabilitation; atomatic 
radiation and other new hazards; ner- 
vous and mental injury; third party 
suits; conflict of laws; overseas prob- 
lems; new employments ; second injury 
funds; industrial safety; administration; 
and legal expenses. 

Three panels on practical techniques, 
wiieenetine. and _ legal-scientific con- 
sumed a good deal of the program. 


Personal Injury Field 
Albert. Averbach, of Seneca Falls, 
N. Y., in discussing “Effective Court- 
room Use of Medical Books,” said that 


70% of all litigated cases are in the 
personal injury field and that 70% of 
all personal injury cases are decided 
upon medical, rather than legal issues. 
He declared that medical literature can 
and must be used in two ways: in 
preparation of medical proof necessary 
to present a complete picture, and in 
cross examination of doctors. 

“What is a Settlement?” was de- 
fined, by Attorney M. R. Israel, Balti- 
more, Md., as “A compromise whereby 
the plaintiff accepts a little less than 
he hoped to obtain and the insurance 
company pays a little more than it 
hoped to pay.” 

Marion P. Betty, Los Angeles, talked 
on “Res Ipsa Loquitor and the Mal- 
practice Case,” and declared it is an 
established principle of proof in some 
negligence cases. In medical malprac- 
tice cases, he declared, it is often neces- 
sary for plaintiff, where possible, to 
substitute it for medical expert  testi- 
mony, since it is almost impossible in 
most medical malpractice cases to get 
a qualified physician and surgeon to tes- 
tify for the plaintiff. 

Leland J. Lazarus, San 
the subject of “Failure to Take X-Rays, 
cases where the circum- 


Francisco, on 
” 


said there are 
stances are such that the facts upon 
which the question of negligence de- 


comprehen- 


pends are not beyond the 
and can be 


sion of the ordinary layman, 


evaluated by resort to common knowl- 
edge. 

Herbert L. Hirson, Los Angeles, on 
“Should You Plead Breach of War- 
ranty in Food Cases,” offered the opin- 
ion that in so doing the plaintiff will 
have more likelihood of succeeding in 


his lawsuit if the facts present a proper 
case for suit on the theory of breach of 
warranty and if the suit is prosecuted 
on that theory. He supported his idea 
by giving four reasons: breach of war- 
ranty creates absolute liability, proof re- 


quired is less difficult to obtain and 
present, the scope of the defense is 
more limited and contributory negli- 


gence probably does not bar recovery. 
Cites Guest Statutes 


Attorney Theodore A. Horn of Los 
Angeles in discussing “When Is a 
Guest Not a Guest Under the Guest 
Statutes,” declared that “Experience has 
demonstrated that frequently a_ rider 
who at first inquiry appeared to be a 
guest is in reality in contemplation of 
law a passenger,” and then mentioning 
apparent inconsistencies in appellate 
court decisions he said his talk was 
designed to “point up those factual 
situations which our appellate courts 
have stated as being sufficient to bring 
a rider out of the guest category into 
the passenger category.” He cited more 
than a dozen court decisions illustrative 
of his proposition. 

“Comparative Negligence in Action” 
was discussed by Jerome Heilborn, Fort 
Smith, Ark. who declared comparative 
negligence is “a concept made concrete 
in law when the predominate philosophy 
held everyone was responsible for in- 
juries suffered as a result of his own 
acts,” and then continued, “In theory, 
contributory negligence is a harsh doc- 
trine; lawyers, judges and laymen agree 
that the principle is basically unfair.” 
He mentioned seven states as having 
adopted a_ general comparative negli- 
gence law which applies generally: Wis- 
consin, Nebraska, South “it aly Mis- 
sissippi, Georgia, Tennessee and Arkan- 
sas, 

John J. Kennett, 
presenting a talk on 


Seattle, Wash., in 
“Essential Ele- 


ments of Malpractice Suit” dealt with 
suggested methods of proof in a mal- 
practice medical suit, the necessity of 
considering the elements of each case 
and the various legal theories which un- 
der the already decided cases will sus- 
tain a recovery, and cited numerous 
case decisions to indicate the complexity 
arising from actions wherein physicians 
were involved in such suits. 

Walter R. Kart, Justice, Supreme 
Court of New York, addressed the 
NACCA on the subject of “Shall the Jury 
System Be Sacrificed on the Altar of 
Expediency?” He denounced any plan 
advocated by some jurists looking to- 
ward such a situation. He declared: 
“No one judge, no matter how brilliant, 
is as smart as 12 people. Not a single 
logical reason has been advanced for 
the proposal to discontinue the right 
to a trial by jury in personal injury ac- 
tions.” He disagreed with the idea that 
a jury trial is a civil action. 

James E. Driscoll, Seminole, Okla., 
panelist on a discussion of “Status of 
F.E.L.A. Actions Under Forum Non- 
conveniens Doctrine” citing the premise 
that the F.E.L.A. law which provided 
for a restriction in the place in which a 
plaintiff could bring his suit, said that 
“The latest interpretation of Section 
1404 (a) Judiciary Code, for all practical 
purposes, provides that district judge 
can transfer a case for almost any rea- 
son. thi ut he believes in the interest of 
justice.” 

Safety Appliance Acts 
One of the panels conducted during 


the convention was that on “Recent 
Trends in Application of Safety Appli- 
ance Acts and Boiler Inspection Acts 


with six panelists and interrogators par- 
ticipating. It covered the different sec- 
tions of U. S. Statutes and cited a large 
number of court cases dealing with the 
different statutes. 

Daniel Fogel, Los Angeles, talked on 
the “Right of Trial by Jury in Federal 
Court on Unseaworthiness,” and de- 
clared that it has been a fertile field for 
controversies during recent years, and 
that “a growing body of decisions on un- 
resolved aspects of the problem indicates 
the necessity of clarification that can 
only be made by the United States Su- 
preme Court.” 

“Audio-Visual Settlement Technique,” 
a paper prepared and delivered by Mar- 
tin Berman of Los Angeles, outlined the 
necessary minutae of detail necessary to 
make effective the use of pictures in 
proving the plaintiff's case. Particular 
mention was made of the attitude of 
company executives as to the worth 
of the pictures. 

In discussing the topic: “The Unlim- 
ited Liability of an Insurer Despite the 
Stated Limits of Its Policy,” William 
Jerome Pollock, Los Angeles, laid stress 
on the question of good faith, and citing 


more than a dozen cases in various 
courts, held that the insurer should 
settle the case as if its liability is un- 
limited, saying: “Actually, an insurer 
should, up to the stated limits of its 
policy, offer to settle for the same 


amount of money it would if its liability 


was unlimited.” 
A s—Federal Safety Rules in 
the Field of Civil Aviation,” was one of 


the panels which brought out talks on 





detours around the Warsaw Conven- 
tion, making use of defendant’s witness 
as the plaintiff's expert, the elusive 


aviation expert and where to find him, 
circumventing limitations of liability in 
air crash cases and liability of an air- 
line when a crash has been caused by 


sabotage. 
The final day’s sessions were given 
over to a “Mel Belli Seminar” during 


which 41 papers were presented on all 
subjects scheduled on the convention 
program. They were presented by as 
many delegates. 


PROMOTED BY ALLSTATE 

E. H. Cushing has been promoted to 
services manager of Allstate’s midwest 
zone territory. A graduate of Hanover 
College, Mr. Cushing was part owner 
of the Galveston (Ind.) Leader, a 
weekly newspaper, before joining All- 
state. 





Markel Engineers Cite 
Value of Distraction, 


TO CURE “HIGHWAY HYPNosiy 


Suggest Ten Hints for Reducing Fatic, 
During Long Distance 
Driving 


Distractions while driving may be just 
the thing to jar you out of “Highs, 
Hypnosis” and so help to save 
life, a survey of Markel Service high. 
way engineers shows. 

Long distance driving on tod: ay’s end. 
less super highways too often lulls 
motorist into a semi-trance in which h he 
neglects normal safe driving habits an 
creeps far over the speed limit. Mark¢! 
Service experts have worked out te 
hints for beating the hypnosis. They 
are: 





=> 





Take Hourly Breathers 


1. Stop every hour whether you fe' 
tired or not. Get out of the car for 2 
minute or two. Have coffee or a soi 
drink. Don’t eat a big meal while driy- 
ing for long periods. 

2. If you must drive at night, kee; 
dash lights dim. They tend to set uw; 
hypnotic interior glare. 

3. Don’t focus ahead too long. Tur 
your head from right to left, start the 
windshield wipers for a few moments 
anything to snap you to attention. 

4. Sleep well before a long trip. Wer 
loose clothing when driving. 

5. The radio interruption to a long 
driving trip is a good idea. 

6. After the first hour take off your 
right shoe and let the vibrations of the 
accelerator pedal keep you stimulated. 

7. Have fresh air coming into the car 
Chew gum or eat a candy bar. Bewar 
of too much smoking. It may fatigy: 
your eyes. 

8. Play 





car games: Look for out-o- 
state plates, wager what make or col 
of car vou'll see next. Make the busines 
of driving interesting to yourself. 

9. Vary speeds from time to time 
keeping below the maximum. 

10. And if these suggestions still fin’ 
you grimly transfixed with the rov 
pull over and take a nap. 





STANDARD-PLANET CHANGES 


Charlotte Creighton and Carolyn Stark 
weather Given Home Office 


Advancements 

Standard Accident Insurance Co, De 
troit, and affiliate, Planet, have. 2: 
nounced the following home office 2 
pointments: 

Charlotte Creighton, formerly super 
visor, transcribing and policy writ 
section, has been made _ superintendent 


of the transcribing and policy writ: 
division. Carolyn Starkweather, former! 
supervisor, files section, has been @j- 
pointed superintendent of the files at 
records division. 

Miss Creighton started with Standar 
Accident in the home office in 192. 
was made supervisor of the tra unscribi 
department in 1926, in which posit 
has served until her recent appointme! 

Mrs. Starkweather began with Stan’ 

rd Accident in 1942 in the home of 
and the following year was made supe 
visor of bonding files. During 1943, s 
was given additional duties of super 
sion of the casualty and also the closet 
files section and in 1955 was also pe 
in charge of the claims files. 








Probe of N. D. Comp. Burea! 


A sweeping investigation of the Nort 
Dakota Workmen’s Compensation, Bi 
reau by an 
state legislature, now under way, is 
pected to have political repercussions 
the approaching election campaif 
Charges have been made that the 
reau has improperly refunded compe" 
sation insurance premiums to favor 
employers and has discriminated agains 
some employers in determining rates. 
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ASKS FOR COMP. RATE RISE 





National Council Requests Premium 
Increases to Offset Louisiana 
Added Benefits 
Liberalized workmen’s compensation 
benefits enacted by the 1956 Louisiana 
legislature have led to a request by the 
National Council on Compensation In- 
surance for immediate inauguration of 
premium rate boosts to offset the added 


benefits. 

The new Louisiana legislation in- 
creased maximum weekly benefits from 
$30 to $35; raised minimum weekly bene- 
fits from $3 to $10; upped the duration 
of payments for fatalities from 300 to 
4X0 weeks; doubled burial expense al- 
lowances from $300 to $600, and in- 
creased maximum medical expense from 
$1,000 to $2,500. 

An insurance industry spokesman said 
the increases would mainly affect pulp- 
wood, logging and lumbering and the oil 
and gas industries and “will in some 
cases amount to as much as 11 per 
cent” in workmen’s compensation costs 
to employers. 

Proposed new rates were filed with 
the casualty and surety division of the 
Louisiana Insurance Rating Commis- 
sion, 

In addition to experience rate changes, 
the industry spokesman said, the annual 
Louisiana rates filed this year “will re- 
flect statutory rate changes made neces- 
sary by increases in benefits set forth 
under acts of the recent legislature.” 

The experience rate changes would 
take effect December 1, but the council 
urged that the statutory rate increase 
be made retroactive to August 1, the 
date the new benefits took effect. 





G. Carlton Alexander Named 


Special Representative 


G. Carlton Alexander has been ap- 
pointed by Carolina Casualty Insurance 
Co. as a special representative. The 
appointment is in line with expansion 
of the company’s facilities in accident 
prevention with truck and bus transpor- 
tation operations. 

Mr. Alexander is former director of 
safety education for the Georgia De- 
partment of Public Safety and a former 
director of safety for McLean Trucking 
Co. in Winston-Salem, N. C. 

A native of Warm Springs, Ga., he 
received his B.S. degree from the Uni- 
versity of Georgia and his L.L.B. degree 
from the Woodrow Wilson School of 
Law in Atlanta. He also is a graduate 
of the industrial psychology course at 
N. C. State College and a graduate of 
the long course at the Northwestern 
University Traffic Institute. 

_Mr. Alexander held the safety educa- 
tion post in Georgia for two years and 
also served as an instructor in the In- 
stitute of Public Safety at Georgia Tech 
before assuming his duties with McLean 
in Winston-Salem in 1947, 

While with McLean, he was presented 
the second annual Marcus A. Dow 
Memorial Award by the National Safety 
Council for the outstanding job per- 
lormed in working with fleet units as- 
signed to him. 





N. Y. Comp. Law Pamphlet 


A new edition of the New York Work- 
men’s Compensation Law pamphlet, 
Which incorporates important changes in 
the law of that state, has been published 
and is now ready for distribution, the 
Association of Casualty & Surety Com- 
Panies has announced. 

_ the revised pamphlet contains not only 
‘ digest and complete text of the work- 
men's compensation law, but also perti- 
nent supplementary laws, including all 
amendments enacted by the 1956 legisla- 
tive Session. Annotations of cases de- 
cided since publication of the last edition 
ot this pamphlet also are included, 

lay pies, May be obtained from_ editor, 
ry Publications, Association of Casualty 

Surety Cos. at $1.50 each. 


New Midgetape Recorder 

A battery operated pocket tape re- 
corder has been put on the market by 
Mohawk Business Machines Corp. of 
Brooklyn. Known as the “Midgetape,” 
it weighs only 234 lbs. and is so small 
that three recorders will fit side by side 
on a letterhead size sheet of paper. The 
batteries are of the hearing aid type. 
The dual track magnetic tape is con- 
tained in handy aluminum cartridges the 
size of cigarette packs, each sufficient 
for 60 minutes of recording. The tape 
is re-usable about 300,000 times, Mohawk 
Corp. says, because the old recording is 
automatically erased as a new one is 
made. “Midgetape” sells for $249.50. 


Standard Club Officers 

The annual meeting of the Ten Year 
Club of Standard Accident, Detroit, and 
affiliate, Planet, was recently held at the 
home office. 

The following officers were elected to 
serve for 1956-57: Harry B. Jones, presi- 
dent; Edith Kemp, first vice president; 
Oscar Onstad, second vice president and 


treasurer; Joan Bevington, secretary. 
The club is an employe’s service or- 
ganization composed of personnel who 
have attained 10 years or more of serv- 
ice with the companies. There are 466 
club members and 197 of them have been 


Business Sales Manager 

Winston Mergott has been named 
manager of the business sales depart- 
ment of Liberty Mutual Insurance Co. 
He will be located at the company’s 
3oston home office. 

Mr. Mergott was formerly manager 
of Liberty Mutual’s business risk de- 
partment. He joined the company in 
1931 and has served in managerships 
in Cincinnati, Minneapolis and Pitts- 
burgh. 





with the company for a quarter century 
or more, 








OKLAHOMA CITP’y... 


where traffic safety 
struck it rich! 


m Just 10 years ago, oil-rich Oklahoma City 
started digging for the answer to its tragic 
trafic death toll. The result: two Grand 
Awards, 32 other First Place Traffic Safety 
Awards—climaxed in 1955 by further top 
honors. All this adds up to an impressive re- 
duction in traffic deaths over this period. 


Lucky? No! It took a safety-conscious city 
government to pass model traffic laws; im- 
prove law enforcement; and create a traffic 
engineering department. It took a lot of hard 
work and planning by civic-minded business 
leaders who formed the Oklahoma City Safety 
Council to coordinate safety efforts. It took 
contributions from citizens through the Com- 
munity Chest. It took newspapers and radio 
stations to make the public safety-minded. It 
took clubs, associations, schools and individ- 
uals. And when traffic safety became every- 
one’s business, Oklahoma City became one of 
America’s safest cities—and still is today. 


AALLSTATE 


w su +e €-8 c om 
HOME OFFICE ¢ SKOKIE, ILLINOIS 








This same community approach by citizens’ 
safety organizations has struck it rich in other 
cities too. And it’s up to us, particularly 
the members of the insurance industry, to 
help spread this movement to communities 
throughout the nation. By making traffic 
safety eveyone’s business—everyone benefits! 
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Amicus Curiae Brief 
Against FTC Power 


TO BE FILED BY MUTUAL COS. 





American Mutual Alliance To Enter 
American Hospital & Life Case; 
Other Such Briefs Expected 
An amicus curiae brief will be filed 
in the next few weeks by the American 
Mutual Alliance in support of the Amer- 
ican Hospital & Life’s petition for a 
review of a 3-2 decision against its 
advertising by the Federal Trade Com- 

mission. 

The AMA’s brief will question the 
Commission’s jurisdiction over insurance 
advertising and will be filed with the 
U. S. Circuit Court of Appeals at New 
Orleans. 

The brief bé&ing prepared by the Amer- 
ican Mutual Alliance’s legal committee 
and legal staff will confine itself entirely 
to the question of the FTC’s jurisdiction. 
Copies are being made available to all 
state Insurance Commissioners. 


Cites Public Law 15 


It centends that Congress has power 
to permit states to regulate insurance, 
interstate as well as intrastate. The 79th 
Congress, by enacting Public Law 15 in 


1945, has permitted the states to so 
regulate the business. In accordance 
with that consent, state law regulates 


the insurance business, including adver- 
tising practices relating to the sale of 
accident and health insurance. To the 
extent that state law regulates adver- 
tising practices in the sale of accident 
and health insurance, the Federal Trade 
Commission has no jurisdiction with re- 
spect thereto. 

It is expected that a number of other 
amicus curiae briefs will be filed in 
connection with the American Hospital 
and Life case, both by other national 
organizations of the insurance business 
and by state attorneys general. At its 
most recent annual meeting the member- 
ship of the National Association of In- 
surance Commissioners adopted a reso- 
lution stressing that each state Insurance 
Commissioner should urge the attorney 
general of his own state to take all 
steps necessary to preserve state regu- 
lation of insurance. A special committee 
of five state Insurance Commissioners 
has been set up to aid in carrying out 
such a program. 


Counsel Filing Brief 


Filing the brief as counsel for Ameri- 


can Mutual Alliance will be: F. J. 
Marryott, Boston, general counsel, Lib- 
erty Mutual; C. M. Smith, Chicago, 


general —- American Manufacturers 
Mutual; P. Hemry, Boston, vice presi- 
dent and pate counsel, American Mu- 
tual Liability; M. L. Landis, Van Wert, 
Ohio, counsel, Central Mutual; J. MM 
Sweitzer, Wausau, Wisc., vice president 
and general counsel, Employers Mutual 
Liability; J. B. Hamilton, Owatonna, 
Minn., secretary, Federated Implement & 
Hardware; J. W. arg Stevens Point, 


Wisc., general counsel, Hardware Deal- 
ers Mutual Fire; M. S. Chenault, Mason 
City, Iowa, vice president, Iowa _Hard- 
ware Mutual; L. J. Carey, Detroit, vice 
president and general counsel, Michigan 
Mutuai Liability; Carl Watkins, Seattle, 
general counsel, Northwestern Mutual; 


W. O. Head, Dallas, vice_president and 
general counsel, Texas Employers’ In- 


surance Assn.; and J, P. Craugh, Utica, 
N. Y., executive vice president, Utica 
Mutual. . 





TO OPEN gil DITC COURSE 
The Richmond, V : A. & H. Associa- 


tion will open a DI i C ‘course in that city 
on September 7. 
will be W. 


Instructor in the course 


Birch Douglas. 


Mich. Blue Cross-Blue Shield 
Study Gets a Setback 


A comprehensive study of the Michi- 
gan Blue Cross-Blue Shield organiza- 
tions, contemplated by a special com- 
mission named by Gov. G. Mennen Wil- 
liams, was given a setback recently when 
the University of Michigan withdrew an 
earlier offer to undertake the necessary 
research. Its action was based on with- 
drawal of Dr. S. J. Axelrod, professor 
of public health, as director of the pro- 
gram. 

The commission was preparing to set 
up a $200,000 budget to finance the re- 
search which Dr. Axelrod had estimated 
would take 18 to 24 months. The com- 
mission’s main purpose was to seek the 
basic causes for a steady rise in costs 
of hospital care in Michigan which has 
resulted in successive Blue rate 
boosts. 


Cross 


ADVISORY COMMITTEE MEETING 





Defense Department Calls September 8 
Conference on Military 
Dependents Care 

The first meeting of the health plan 
advisory committee on dependents medi- 
cal care established by Defense Secre- 
tary Charles E. Wilson is scheduled for 
September 8 at the Pentagon, the De- 
fense Department has announced. 

The committee was set up by Mr. 
Wilson to advise him on the insurance, 
medical service and health plan aspects 
of the recently enacted dependents medi- 
cal care act. Members, who will be 
under the chairmanship of Assistant De- 
fense Secretary Frank B. Berry, are 
composed of representatives of a nation- 
wide cross section of health insurance 
organizations and medical groups. 

Under the terms of the Government- 
financed insurance program, the Defense 
Department is authorized to contract 
for such services to assure ready avail- 
ability of medical care to dependents 
of military personnel regardless of loca- 
tion or circumstances. 

Dependents to be covered under the 
pians would be permitted to receive care 
at facilities operated by the services or 


—<—<——— 


Receives Canadian License 


Old Republic Life, Chicago, thas been 
authorized to transact business in Cap. 
ada, according to an announcement made 
by James H. Jarrell, company president 

The license was issued August 1] py 
the Superintendent of Insurance for the 
Dominion. 

The company is now licensed in 4g 
states, the District of Columbia, Terri. 
tory of Hawaii, Commonwealth of Puerto 


Rico, as well as the Dominion, 





at facilities provided under contracts in 
civilian hospitals. 

Representing the insurance industry 
are E,. J. Faulkner, president of the 
Woodmen Accident Company, represent- 
ing the Health Insurance Association of 
America, and Steven D. Williams, Con- 
necticut General Life. Other organiza- 
tions on the committee include Blue 
Shield, Blue Cross, American College of 
Radiology, American Academy of Gen- 
eral Practice, American Medical Asso- 
ciation, American Hospital Association, 
American College of Surgeons, American 
College of Physicians, and the American 
Dental Association. 





nly for 


Revenue Ruling (55-264, I.R.B. 


deduction purposes. 





premiums for the policy as a direct business expense for tax 


DD Mesacion & Sisss, 


GENERAL AGENTS ano UNDERWRITERS 
NEW YORK 38, N. Y. 


PRODUCERS — Come in today for details or call HA 2-4044 


75 MAIDEN LANE 


Self Employed 
Business and Professional 
Men and Women 


Overhead 


Expense 
Protection 


Provides money to help pay your customary 
fixed expenses when you are totally dis- 
abled due to sickness or accident. 


e This policy has been designed to meet the requirements of 
1955-19, p. 8) which allows 
certain business and professional men and women fo use the 





COVERS 
EXPENSES 


RENT 
ELECTRICITY 
HEAT 

WATER 
LAUNDRY 
DEPRECIATION 
EMPLOYEES’ 
SALARIES... 


¢ And any other fixed ex- 
penses normal and customary 
to your business operation, 
except your salary and the 
cost of implements of your 
profession or occupation and 


merchandise. 
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Major Medical Coverage 
Has Greatest Growth 


Hic ANNUAL SURVEY REVEALS 





1955 Figures Show 138% Increase in 
Major Medical Expense Sales; Gen- 
eral Medical Rises 17. 5% 





Major medical expense _ protection 
orew at the most rapid rate during 1955, 
according to the Health Insurance Coun- 
cil’s annual survey report on the extent 
of voluntary health insurance in the 
United States. The survey covered health 
programs offered by insurance compa- 
nies, Blue Cross-Blue Shield and other 
health care plans. 

Maior medical expense coverage dur- 
‘ing 1955 experienced a growth nearl!v 
two and one-half times over the total 
protected the previous year. Of the 
3,241,000 persons with major medical 
policies at the end of 1955, 4,759,000 were 
covered on a Group basis with the re- 
maining 482,000 persons protected by 
individual policies. Of the total pro- 
tected, 2,427,000 had primary coverage 
while 2,814,000 were protected as depend- 
ents. 

Also regular medical expense cover- 
age increased 17.5% with 55.5 million 
persons protected. Blue Cross-Blue 
Shield plans covered 29,451,000 in this 
respect; 25,031,000 had insurance com- 
pany protection; 4,639,000 were insured 
under miscellaneous plans. 

The survey reports that ha rar 3 1955, 
the number of people in the U. S. with 
hospital expense protection oe bv 
61% to a new high of 107,662,000.” 
Broken down, 59,645,000 had insurance 
company marge 50.726,000 were cov- 
rd bv Blue Plans, and 4.530.000 were 
wesc’ doy miscellaneous health plans. 
Taking into consideration duplication of 
coverage, the Health Insurance Council 
reports hospital insurance protection for 
107.6 million persons. 


Surgical Protection Rises 7% 


Surgical expense protection in 1955 in- 
creased 7% over the previous year, the 
report goes on to indicate. Such pro- 
tection covered 91,927,000. A total of 
36,645,000 persons had insurance com- 
pany surgical policies; 39,165,000 were 
under Blue Cross-Blue Shield coverage; 
and 4,340,000 were protected by other 
health care plans. Again allowing for 
duplication of coverage, Council figures 
report 91.9 million under surgical cast 
protection. 


Loss of Income Protection 

The Health Insurance Council survey 
report also points out that at the end 
f 1955, an unduplicated total of 39,- 
444000 workers had loss-of-income pro- 
tection. This does not include, however, 
the millions of employes who have some 
measure of loss-of-income protection 
through informal wage - continuation 
Practices of their employers. Insurance 
companies, both on a Group and indi- 
nidual policy basis, covered 30,344,000 of 
at total last year. 

According to projected estimates based 
m its 1955 survey of the extent of 
voluntary health insurance in the United 
: oe the Health Insurance Council re- 
ports benefit payments this year are 20% 
above those of 1955. The survey reveals 
‘uch payments amounted to 2.5 billion 
lollars last year. 

HIC estimates that at the close of 
last month there were 110 million per- 
sons protected by hospital insurance, 94 
million by surgical coverage, and 58 mil- 
ion by regular medical expense policies. 
Seven’ million persons were reported to 
‘ave major medical expense policies. 
_Last year’s benefit payments added to 
ne 395 million dollars paid by insurance 
compan y policies insuring loss-of-income 
due to sickness or accident brings the 
otal payments to 3.1 billion dollars. 


NAMED RED CROSS DIRECTORS 

Tanc A. Harrington, Orville F. 
Grahame and Thomas H. Kirkpatrick, 
officers of the Massachusetts Protective 
and the Paul Revere Life, are newly 
fected directors of the Worcester 


(Mass. Chapter of the American Red 
LTOSs, 





CANCELS DELINQUENT LICENSES failure to respond to previous notices, 


and failure to cooperate with the De- 





Indiana Insurance Department Abro- partment. 
gates Permits of Two Bankers Life Affected were the licenses of two of 
& Casualty Agents the company’s newer agents for whom 
In its drive to clear up agent licensing it had failed to certify completion of a 
delinquencies in the state, Indiana Insur- Departmental-approv ed training course 
ance Department has canceled the de- and examination within the required first 
linquent licenses of the Bankers Life & six months from issuance date. 
Casualty when the telegraph company Commissioner Davey last week sent 
reported that the company refused ac- collect “last-warning” wires to nearly 80 
ceptance of a “last-warning” wire from life companies with from one to 60 
it. agents each past the certification period. 
William J. Davey, Indiana Commis- All, he said, including Bankers Life & 
sioner, charged the company with fail- Casualty, had received regular notices 


ure to comply with licensing regulations, of the delinquencies from the Depart- 





GETS CANADIAN CERTIFICATE 
The Federal Department of Insurance, 
Ottawa, has issued certificate to The 
Dominion Insurance Corp., authorizing 
company to write fire, accident and 
automobile lines in Canada. 





ment but had failed to respond. No 
other refusals to accept the telegrams 
had yet been received. 

Bankers Life & Casualty thas, accord- 
ing to Departmental records, 21 other 
“temporary” licenses in Indiana. How- 
ever, none of them is past the certifica- 
tion period and so is not yet affected 
by the cancellation order. 








“That’s just the way I put it to this fellow. I said, “Of course, I didn’t want to give this fellow the 
now look, friend, I’ve been around in this insurance _ satisfaction of knowing he had proved something 
game and I’ve read your ads in insurance magazines. to me. So I just got a letter off quick to W. Clement 
You fellows are sure making a big to-do about Stone, President. Man, I want to tell you, when you 
that all-new Combined program. So, I said, OK— ___ get the complete Combined story from Mr. Stone, 
show me what it will do for me. you'll find it’s a real eye-opener. You ought to write 
“Well sir, this Combined man picks up my to him at Combined Insurance Co. of America, 
challenge in nothing flat and tells me about the 5316 N. Sheridan Road, Chicago, Illinois. 
primary coverages of Combined’s Disability: Depart- “Or you can always stop in at any of the Com- 
ment. Say, with their new Royal Banner Hospitali- bined Group companies: Hearthstone Insurance 
zation, Wholesale Group Package, Universal Co. of Mass., Boston; Combined American Insur- 
Non-Cancellable Disability Policy, and other terrific ance Co., Dallas; First National Casualty Co., 
plans, it’s no wonder agents and agencies are going Fond du Lac, Wis. Any way you do it, they’il show 
places with the Combined Group of companies. you—like they showed me.” 
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Five Month Survey Of Sales Ideas By 
Continental Casualty A.@ H. Producers 


Continental Casualty producers can find a peck of sales ideas, promotions and other 
stimulants in the company’s advertising department “Continental News” published monthly 
for brokers and agents of accident and health lines. The sales hints are gleaned from 
contributions submitted by Continental’s own producers. Its a sort of “help us—help 


ourselves” notion. 


The company magazine recently published a five-month survey of the sales ideas 
submitted to prove the point that the idea pool is paying off—and handsomely. We 
agree. Here are the producers’ plans for selling more effectively. 


The Wheel of Life—from Beecher 
Swaim, Hartford, Conn. “I draw my 
prospect a hub, spokes and wheel. The 
rim is the Wheel of Life; the spokes 
are the things that support his wheel 
of life, the hub is his income. If the 
hub collapses, the spokes fall apart and 
the whole rim buckles. The logic of this 
argument—-although it’s really too one- 
sided to be called an argument—is ines- 
capable.” 

Paid-for Prospecting —from Tinsley 
Adams, Washington, D. C. “In our 
agency we do our prospecting work for 
life insurance through a_ specialty—a 
relatively easy-to-sell A. & H. policy. 
We gain the information we need for 
life insurance the most natural and least 
nosy way possible—the A. & H. appli- 
cation. The insured has shown confi- 
dence in us already by doing business 
with us. Best of all, we were paid for 
prospecting . .. in the immediate coin 
of cold cash commissions for A. & H.” 





Pre-approach Letters—from James 
Tinsley, Richmond, Va. “I make up a 
list of select names, taken from any 


source open to me, and have my secre- 
tary mail a letter each day to about 
ten names on the list. I have a card 
for each person and call on him about 
two days after the letter is mailed, 
before it is cold. The letter outlines the 
importance of A. & H. It’s an effective 


device.” 

Tax Features—from Sidney Silver- 
berg, New Haven, Conn. “The new 
Internal Revenue Act was_ tailor-made 
for A. & H. agents. Using a Salary 
Continuance plan, I can sell an employer 
up to $100 a week coverage for his 
important employes, and the employer 
takes it as a business deduction. I usu- 


ally recommend a plan with a thirty-, 
sixty- or ninety-day waiting period. This 
puts the cost at an attractively low 
figure.” 
February 

Tell a Story—from C. P. Lupke, New- 
ark, N. J. “You tell your prospect, ‘You 
are applying for a job and you've just 
been hired, but you have a choice of 
wavs you will get paid. You can earn 


$100 a week and in case of accident, 
sickness or hospitalization, you get 
nothing. Or you can earn $95 a week 


and in case of accident or sickness you 
receive $75 a week, $10 a day for hos- 
pitalization, $100 for miscellaneous ex- 
penses and up to $300 for surgery. 
Which pay plan would you take?’ The 
prospect invariably replies, ‘Why, the 
$95 plan.’ You then tell him that you 
can give him the same protection for 
less than $5 a week.” 

Who Benefits?—from M. H. Kaliff, 
San Antonio, Texas. “If you talk about 
insurance from which someone else will 
reap the benefits, the prospect is often 
hesitant. If you speak about a contract 
that will benefit the prospect directly 

he gives you closer attention and 


is more apt to buy.” 

Prospects—from C. R. Schlotman, 
Cincinnati, Ohio. “The multiple - line 
agent can produce A. & H. business 
simply by going through his files of 
fire, casualty and life clients. Using 
nothing but his own leads from his own 
policyholders and spending about an 
hour a day on A. & H., it certainly 
won't take him long to realize what 
he’s been missing.” 


March 


Order-takers—from G. B. ZaiKaner, 
Minneapolis, Minn. “He arrived at a 
position where he considered his busi- 
ness pretty respectable . . . and ceased 


being a salesman. For a while, every- 
thing was all right. Then competitors 
took their toll... and Joe found him- 
self looking at emptying file cabinets. 
His clients had become mere _ policy- 
holders and so they became some 
other agents’ clients.” 

Better than Borrowing —from Sher- 
man Henderson, Columbus, Ohio. “I 
ask the prospect where he would get 
money if his income stopped. He an- 
swers he would borrow it. I mention 
that he would have to pay 5% or 6% 
interest and pay security. Then I offer 
this proposition: ‘Take a plan with me 
and I can give you income over your 
entire lifetime if you’re disabled. You 
have no principle to pay back, no in- 
terest, no taxes. If you were disabled 
five years this $300 a month policy would 
pay you $18,000 in benefits; in ten years, 
$36,000. Yet you can pay $165.20 a year 
for this policy.” 

The Accidental Death Estate—from 
Ernest McClure, Kansas City, Mo. “The 
dual life and A. & H. package helps 
make your client lapse-proof and pro- 
tects your life insurance premiums. I 
also sell accident-only life insurance. 
When the prospect is under 35 his great- 
est risk is accidents. So I urge a sepa- 
rate estate, if he gets killed, to keep his 
Mrs. off the employment market and to 
send his kids to school. Dollar for dol- 
lar, it’s a proposition he can’t afford to 
miss. First the ultimate life estate; sec- 
ond, the interim extra estate while earn- 
ings are growing; third, income protec- 
tion to help take care of necessities and 
his life and accident premiums.” 

Human Life Values—from Ed Merrill, 
Santa Ana, Cal. “A. & H. insurance pre- 
serves human life values, and I insist 
on a prospect buying realistic, adequate 
protection. To illustrate, I may have a 
fender and wheel in my garage, but I 
wouldn’t try to drive anywhere sitting 
on those parts. A. & H. insurance is 
identical: a plan that’s too small or too 
limited in duration just won’t do the job. 
Even when the claim is paid promptly, 
the client is unhappy about how far 
short the check falls below his needs. 
And inadequate policies are less likely to 
be renewed. The client remembers nei- 
ther the small or large premium. He’s 
only interested in the claim check. That’s 
why I sell adequate benefits, not price.” 

Association Leads—from Substandard 
Notes. “The easiest, most direct and 
most profitable way to separate sub- 
standard from standard risks is to use 
associaticns concerned wiih particular 
diseases—the Heart, the Diabetics, the 
Blind and Epileptics Associations, for 
example. They’re happy to see you be- 
cause you’re doing their members a fa- 
vor.” 





April 

Selling Executives—from Art Jepsen, 
Duluth, Minn. “The busy executive is 
apt to say, ‘I have A. & H. insurance,’ 
and expect the interview to end right 
there. But I say, ‘That’s fine. What 
companies carry your insurance?’ That 
may stop him. I then pin him down to 
find out his exact coverage. I let him 
know we have the best policy for him 
in every way. I hammer this point over 
and over till he begins to feel the same 
Way.” 

Monopoly on Youth—from John Velis, 
Washington, D. C. “The students health 
insurance field is exclusive—there are 
few men with a knowledge of the subject 
and most are home office men. And with 
Continental, you can be the local agent. 
You have Continental’s prestige in the 
field. And you have service that vir- 


Tracy Appointed Assistant 
V.P. for Mutual of Omaha 


The promotion of John J. Tracy to 
assistant vice president for Mutual of 
Omaha was announced at a meeting of 
the company’s board of directors. 

Mr. Tracy joined Mutual as a member 
of the claims department in 1945. He 
moved to the sales division in 1950, 
where he played a major role in the 
early development of the national sales 
training program. He managed the Col- 
orado division office from 1955 to 1956, 
and upon his return to Omaha _ last 
month was named executive secretary 
of the intercompany committee on sales 
and agency management. 

A native Omahan, Mr. Tracy attended 
both Creighton Prep High School and 


Creighton University. His trade affili- 
ations include membership in the Col- 
orado Life Underwriters Association and 
the Life Insurance Agency Management 
Association, 





tually eliminates competition.” 

Confidence—from Elwin Silverstein, 
Los Angeles. “You’ve got to be per- 
sistent ... keep at it till you’ve had five 
no’s. If you keep on talking after a 
person has said no you have a good 
chance to overcome the objection. Often 
the reason he has said no is his lack of 
confidence in the salesman. If you keep 
on talking, you overcome that. 

“We have enrollment week. We 
take a full-page ad in the newspaper and 
say that for one week only we are going 
to enroll people in a hospital plan. Eight 
salesmen can write 40 to 50 policies a 
day. 
“1 say, ‘You might not qualify for 
this plan. Then, after I have the app 
filled in I say, ‘You most likely will 
qualify... We make the plan a little 
harder to get, and the prospect feels he’s 
getting in on something.” 

Advertising—from Bob Callis, Evans- 
ville, Ind. “I use a billboard, a_ ther- 
mometer in the station and give-aways. 
Advertising is no substitute for sales- 
manship. but it does pave the way for 
the sale. The prospect knows who I am, 
who Continental is. It warms them up 
so I can get into my sales pitch that 
much faster.” 

May 


3rokerage—from Dave Orton, Worces- 
ter, Mass. “Brokerage is profitable for 
an agency personal production is 
not enough. Brokerage builds volume, 
creates a good A. & H. atmosphere and 
actually stimulates production on a di- 
rect basis.” (Orton also lists 14 ‘Do’s’ 
and ‘Don’t’s’ for brokerage business.) 

Centers of Influence—from A. R. Mel- 
ville, Binghamton, N. Y. “In my Whole- 
sale line, I sell myself to the center of 
influence first . the ring leader, the 
straw boss the leader of the em- 
ployes. I work from the bottom up. I 
nick the man the rest of the employes 
look up to. The idea spreads on the in- 
side and I can approach the employer 
and tell him his employes want insur- 
ance.” 

Prospecting — from Henry Fisher, 
Sioux City, Ia. “We try to eliminate the 
prospecting problem, so at our agency 
we need be only good salesmen. The 
‘gimmick’ lead letter seems the best an- 
swer ... we use a pen as the gimmick. 

“If a prospect isn’t at home when I 
call, I casually tell his wife as I’m leav- 
ing, ‘I called about that $400.2 You can 
bet the prospect will be there when you 
return I explain to him it’s about the 
$400 it will cost him the next time he 
or one of his family goes to the hos- 
pital. No one has become too angry with 
me about this.” 

Time—from R. V. Tidwell, Tallahas- 
see, Fla. “An agent can utilize all his 
time. When he’s not able to get out, he 
can drop a line to a sick policyholder or 
a new policyholder expressing apprecia- 
tion for his business. Service the busi- 
ness well and the policyholder will sell 
for the agent whether he’s around or 
not.” 








COMMITTEE ON BLUE CROS5 


Appointed by Indianapolis General 
Agents & Managers; Follows 
Recommendation of IALU 


The appointment of a special commit. 
tee on Blue Cross has been announced 
by W. T. Smith, manager, Wisconsin 
National, president of the General 
Agents & Managers Association of In. 
dianapolis. 

Establishment of the committee arises 
from a recommendation made to the 
mid-year meeting of the Indiana As- 
sociation of Life Underwriters that jt 
pass a resolution urging member locals 
to refrain from acting as solicitors in 
fund-raising drives from which money 
goes to hospitals or medical foundations 
until the hospital and medical associa- 
tions urge members either to remove 
Blue advertising literature from. their 
waiting rooms or allow other companies 
similar space for advertising if re- 
quested. 

The General Agents & Managers com- 
mittee will seek consultation with rep- 
resentatives of the medical profession 


and hospital associations to attempt to 
work out complaints of unfair sales 
practices. 

Members of the managers’ association 
committee are Oren Pritchard, manager, 
Union Central, NALU trustee and can- 
didate for secretary; Horace Storer, 
general agent, Bankers of Towa; Guy 
Morrison, genera] agent, Northwestern 
Mutual; and R. W. Osler, The Rough 
Notes Co. 

Meanwhile, the Indianapolis Life Un- 
derwriters have been holding up a com- 
mitment to organize the Heart Fund 
drive in Marion County again this year 
pending a report from the special state 
association committee on the proposed 
resolution, 





Morton J. Kent Appointed 
Interstate L. & A. Actuary 


Morton J. Kent has been named actu- 
ary for Interstate Life & Accident In- 
surance Co., Chattanooga, Tenn., H. Clay 
Evans Johnson, Interstate president, has 
announced. 

A native of Iowa, Mr. Kent received 
a bachelor of science degree from Towa 
State in 1947 and a masters degree in 
actuarial science from the same univer- 
sity in 1948. 

He began his insurance career in 1949 
when he joined Colonial Life in East 
Orange, N. J. In 1950, he became asso- 
ciated with Security Mutual Life in 
Binghamton, N. Y., as research assistant. 
In 1951 he was elevated to assistant 
actuary of the company, a position he 
held until his Interstate appointment. 

He is a veteran of World War Il. 
having served three years in the Signa 
Corps, including service in the European 
theater of operations. He is a Fellow 
of the Society of Actuaries. 





Merrill L. Bodine Named 
Penna. Agency Managet 


Merrill L. Bodine has been appointed 
as an agency manager in Pennsylvania 
for All American Life & Casualty Com- 
pany, Chicago. The new agency manager 
will headquarter in Philadelphia. He and 
his staff representatives will service | 
counties in this area. 

Mr. Bodine set an excellent sales rec: 
ord as a personal producer and moved 
into the managerial capacity early in his 
insurance career. He entered the insur- 
ance business in 1948 as a representative 
for Colonial Insurance Co. in Cleveland, 
Ohio. 

In three months’ time he was promoted 
to sales manager. He joined United Re- 
serve of Chicago as sales manager If 
1952. In 1953 he became district manage 
for Mutual of Omaha in Columbus, Ohio 
where he remained until becoming ass 
ciated with All American. 
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